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For  the  recruiters  of  USAREC  — 

; v."  - V.,U 

This  issue  is  dedicated  to  your  health.  Although  some  of 
you  may  scoff  at  what  you  consider  to  be  basic  information, 
alfof^h^^rticles  are  of  vital  concern.  Please  read  them 
carefhlfy  and  consider  if  they  might  apply  to  you. 

— Editor 


Food  Guide  Pyramid 

A Guide  to  Daily  Food  Choices 


Meat,  Poultry,  Fish, 
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2-3  SERVINGS 


Fruit 

Group 

2-4  SERVINGS 


Bread,  Cereal, 
Rice,  & Pasta 
Group 

6-11 
SERVINGS 


Fats,  Oils,  & Sweets 

USE  SPARINGLY 


Milk,  Yogurt, 
& Cheese 
Group 

2-3  SERVINGS 


Vegetable 

Group 

3-5  SERVINGS 


KEY 

O Fat  (naturally  occurring  □ Sugars 
and  added)  (added) 

These  symbols  show  fats,  oils,  and 
added  sugars  in  foods. 
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The  way  I see  it 




Editor’s  note:  In  May  we  printed  a spouse’s  letter  and  asked  for  feedback. Well,  we  got  feedback, 
and  a lot  of  it.  The  following  is  a compilation  of  remarks  from  other  spouses: 

I was  in  the  same  boat  as  Mrs.  Rucker  a few  months  ago  and  was  very  depressed,  dis- 
appointed, and  angry.  We  were  drowning  in  medical  bills  and  I couldn't  understand  why 
CHAMPUS  continued  to  reject  and  not  cover  them.  Then  I was  asked  if  I wanted  to  volun- 
teer to  attend  a family  symposium;  they  were  going  to  talk  about  CHAMPUS,  Delta  Den- 
tal, sponsorship,  family  support  groups  and  any  other  questions,  concerns  or  doubts 
that  I had.  It  was  an  opportunity  to  express  myself,  ask  and  learn.  Oh  yes,  I was 
going ! 

At  the  symposium  I recommended  education,  orientation  and  briefing  the  spouses. 

It's  of  the  utmost  importance  that  spouses  are  aware  of  the  responsibilities  of  the 
recruiter:  the  long  hours,  the  pressure  they  are  subject  to  day  in  and  day  out,  the 
recruiting  language,  the  good,  bad  and  ugly  about  recruiting.  Educating  and  preparing 
families  would  alleviate  so  much  grief  and  lack  of  understanding.  It  would  also  help 
develop  a supportive,  self-sufficient  and  independent  family,  especially  for  those 
who  are  used  to  civilian  or  "normal"  working  hours. 

[Spouses  must]  Understand  that  a recruiter  is  a salesperson  and  he/she  must  work 
around  other  people's  schedules.  If  a parent  works  until  late  and  can  only  see  my  hus- 
band on  a Friday,  Saturday  or  Sunday  night  at  11  p.m.  to  sign  the  paperwork  for  a pos- 
sible contract,  you'd  better  believe  I make  sure  he's  knocking  on  that  door  by  10:55. 
If  I don't  support  him,  who  will?  Recruiters  are  under  stress  constantly  and  are  sub- 
jected to  many  rejections;  it's  not  easy  for  them  at  all.  So  why  make  it  worse?  How 
can  he  produce  quality  performance,  make  mission  and  feel  good  if  the  only  person  he 
can  count  on  is  not  strong,  tolerant  and  willing  to  bear  with  him  until  the  end?  Does 
he  deserve  more  rejection,  complaints  and  pressure? 

And  yes,  the  Army  takes  care  of  its  soldiers,  but  the  soldier  must  see  to  it  that 
his/her  family  is  taken  care  of.  Did  your  recruiter  spouse  tell  you  that  you  must 
learn  where  to  go,  who  to  contact,  and  what  to  do  because  he/she  might  not  be  avail- 
able? Hey,  before  becoming  military  dependents,  you  were  civilians  in  a civilian 
world  — welcome  back! 

Many  spouses  feel  that  family  support  groups  are  a waste  of  time,  yet  they  are  al- 
ways complaining.  Communication  is  the  key;  we  all  need  help  and  we  must  be  willing 
to  interact,  listen,  participate  and  share  our  experiences.  Support  and  participation 
is  essential,  so  spread  the  word  — let's  make  it  happen! 

— Helen  Gonzalez 


After  reading  the  letter  from  Katharina  Rucker,  I'd  like  to  make  a point  about  the 
"real"  Army.  My  husband  was  in  the  infantry.  In  1988  we  were  stationed  at  Fort  Bragg 
with  the  82d  Airborne.  He  deployed  to  Panama  in  1989  for  Operation  Just  Cause  and  de- 
ployed again  in  1990  to  Operation  Desert  Shield/Storm.  I don't  need  to  go  into  detail 
about  the  time  he  missed  with  his  children  or  the  nights  we  spent  without  him,  unsure 
of  his  safe  return. 

After  "doing  time"  with  the  82d,  recruiting  is  a blessing  to  us.  I KNOW  he  will  be 
home;  maybe  not  when  the  kids  or  I want  him  to  be  home,  but  he  WILL  come  home. 

Don't  get  me  wrong,  Mrs.  Rucker  makes  some  very  good  points.  CHAMPUS  is  outrageous, 
but  I think  a lot  of  the  problems  occur  because  we  don't  know  about  some  of  our  op- 
tions. I think  support  groups  need  to  get  all  of  the  health  care  information  avail- 
able, especially  for  those  who  don't  live  anywhere  near  a military  installation. 


2 


Recruiter  Journal 


I believe  100  percent  in  support  groups  — they  are  what  kept  a lot  of  us  wives 
going  at  Fort  Bragg.  There  should  be  more  participation  from  the  station  commanders 
and  their  wives  to  keep  a station  together  and  close  enough  for  the  spouses  to  "fuss" 
and  work  out  some  problems  among  themselves.  Battalion  support  meetings  help,  being 
so  far  spread  out,  but  how  often  do  they  occur  — maybe  twice  a year? 

Support  needs  to  start  at  the  station.  A good  station  commander  could  handle  this 
responsibility  with  no  problem.  All  it  takes  is  once  a month  for  families  to  get 
together  and  feel  they  can  have  the  chance  to  express  their  views.  A monthly  support 
meeting  will  never  go  unjustified  if  it  is  started  out  of  sincerity  and  concern  for 
the  recruiters  and  their  families. 

I do  not  understand  Mrs.  Rucker's  concern  over  the  cost  of  living  increase.  I don't 
think  my  husband  is  the  only  recruiter  who  is  getting  a very  nice  amount  of  recruit- 
ing pay,  plus  his  expense  account. 

As  for  the  team  concept,  when  our  husbands  are  busting  their  butts  to  cover  someone 
else's  bad  month,  we  hate  it.  But  when  my  husband  has  a bad  month,  I'm  glad  to  know 
there  is  a plan  to  help  him. 

I am  not  saying  that  what  Mrs.  Rucker  feels  is  wrong.  There  is  a lot  that  needs  to 
be  done  on  a station  level,  in  my  opinion;  but  I do  know  that  my  husband  is  the  hap- 
piest he's  been  in  10  years  of  active  duty  and  that  I am  very  proud  of  him.  So  that 
is  enough  for  me  to  say  something  is  working  right  for  the  recruiting  field. 

— Zoleta  Ethridge 


Dear  Recruiter  Journal, 

I support  Katharina  Rucker's  comment  100  percent.  I am  a recruiter's  wife  with  all 
the  problems  that  were  mentioned  in  her  letter.  My  husband  has  been  with  USAREC  for  6 
months;  it  has  been  an  uphill  struggle  since  we  arrived.  The  number  one  problem  is 
financial.  He  is  assigned  to  a town  with  little  more  than  6,000  people;  there  is  no 
job  market  here.  I am  a nationally  certified  dental  assistant.  Before  we  were  trans- 
ferred, I was  employed  with  nice  salary,  maternity  leave  saved  up  and  job  security,  a 
job  I lost  when  we  transferred. 

Our  first  child  was  born  2 months  after  we  transferred.  The  nearest  post  is  over  2 
hours  away.  CHAMPUS  didn't  pay  the  cost  of  our  medical  bills  as  well  as  I had  hoped 
and  we  were  left  with  a $700  bill  we  wouldn't  have  had  to  pay  if  we  had  been  sta- 
tioned near  a military  post.  I now  commute  80  miles  a day  to  the  nearest  town  where  I 
could  find  employment.  I was  told  the  cost  of  living  would  be  cheaper  here,  but  my 
pay  is  much  less  here  too.  Our  electric  bill  has  doubled  and  so  has  our  auto  in- 
surance . 

I have  been  told  that  USAREC  soldiers  are  the  top  10  percent  of  the  Army.  If  this 
is  true,  then  why  is  the  quality  of  life  so  poor  and  the  treatment  of  the  families 
not  considered  in  comparison  to  families  on  an  Army  installation? 

— Terri  L.  Small 


All  “ The  Way  I See  It"  forms  received  by  the 
USAREC  Chief  of  Staff  are  handled  promptly. 
Those  that  are  signed  and  include  a phone 
number  will  receive  a phone  call  within  48  hours 
of  receipt.  Those  with  addresses  will  receive  a 
written  response  approximately  3 weeks  from 
receipt. 


How  do  you  see  it? 

Send  your  comments  on 
the  form  on  page  15. 

V J 
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Army  pay  issues 

The  Army  introduced  its  new 
Joint  Service  Software  pay  system 
on  schedule  last  year  despite  the  in- 
tervention of  Desert  Storm.  Over 
the  past  8 months,  the  financial  re- 
cords of  all  active-duty  troops  have 
been  converted.  Now  the  comptrol- 
ler of  the  Army  says  the  Defense 
Finance  and  Accounting  System  is 
preparing  the  same  transition  for 
the  reserve  component. 

“It’s  never  a good  time  to  have  a 
war,  and  it’s  never  a good  time  to 
convert  from  one  finance  system  to 
another,”  said  Lt.  Gen.  Merle 
Freitag,  comptroller  of  the  Army. 
“JSS  is  more  efficient,  timely  and 
accurate  than  JUMPS  (the  Joint 
Uniform  Military  Pay  System),” 
Freitag  said.  “It  allows  us  to  update 
soldiers’  pay  records  more  fre- 
quently. We  integrated  JSS  into  the 
active  Army  and  will  focus  on  the 
reserve  component  in  October.” 

Freitag  said  normally  about 
10,000  to  20,000  W-2  forms  need 
to  be  reissued  each  year  because  of 
mail  address  changes  or  revisions. 

“Desert  Storm  complicated  mat- 
ters because  of  combat  pay  and  sol- 
diers who  went  from  reserve  to 
active  to  reserve  status,”  Freitag 
said.  “We  notified  the  Internal  Rev- 
enue Service  and  worked  out  an  ar- 
rangement where  soldiers  could 
attach  a letter  sent  to  them  by 
DFAS  explaining  the  delay  in  pro- 
cessing their  W-2  form.  When  a 
soldier  sends  that  letter  to  the  IRS 
with  the  extension  form,  the  Trea- 
sury Department  will  honor  it  as  an 
extension,  no  questions  asked.” 

The  IRS  sent  its  own  letter  to  the 
field  advising  offices  not  to  assess 
late  penalties  because  of  the  unique 
situation.  “A  member  is  still  liable 
for  interest,”  Freitag  said,  “but  he 
won’t  be  unjustly  penalized.” 


AGR  changes 


H The  Midwest  Personnel  Service 
Support  Team  (MW  PSST)  is  relo- 
cating from  Fort  Sheridan,  111.,  to 
the  Full  Time  Support  Manage- 
ment Center  (FTSMC)  in  St. 

Louis,  Mo. 

Effective  August  17,  Army  re- 
serve Active  Guard/Reserve 
(AGR)  personnel  serviced  by  the 
MW  PSST  should  contact  their 
PMO/PMNCO  directly  for  any  ac- 
tion for  which  they  would  nor- 
mally have  contacted  their  PSST  at 
Fort  Sheridan.  Soldiers  should  con- 
tinue to  use  their  chain  of  com- 
mand to  submit  original  documents 
and  other  items  normally  submitted 
through  the  chain  of  command. 

These  changes  affect  only  per- 
sonnel records  and  related  person- 
nel actions.  Soldiers  will  still  be 
serviced  by  their  servicing  F&AO 
for  finance  actions. 

Toll-free  telephone  numbers  to 
use  are:  Enlisted  — (800)  325- 
4119;  Officer  — (800)  325-4118. 
The  mailing  address  is:  FTSMC, 
ATTN:  DARP- ARO  (for  officers) 
or  DARP- ARE  (for  enlisted),  P.O. 
Box  46906,  St.  Louis,  MO  63146- 
6906.  Names  of  PMOs/PMNCOs 
are  listed  on  the  inside  back  cover 
of  each  AGR  Newsletter. 


These  changes  apply  only  to 
AGR  soldiers  in  the  MW  PSST  re- 
gion. The  MW  PSST  maintains  the 
201  files  and  provides  other  person- 
nel services  for  over  2,000  AGR 
soldiers  in  the  former  4th  Army 
area.  AGR  soldiers  in  other  regions 
should  continue  to  contact  their 
PSSTs  using  that  PSST’s  “local” 
address  and  telephone  number. 


RPI  correction 

RPI  790,  Specialized  Training 
for  Army  Reserve  Readiness 
(STARR),  contains  an  error. 

The  error  occurs  in  the  sentence, 
“These  funds  can  be  applied  to  tu- 
ition, books,  lab  fees,  uniforms 
equipment  and  even  your  student 
health  insurance.”  It  should  read, 

“. . . and  even  your  student  liability 
insurance.” 

Although  the  brochure  includes 
the  standard  disclaimer  that  its  in- 
formation is  subject  to  change, 
recruiters  should  be  aware  of  the 
error.  An  electronic  message  clari- 
fying STARR  covered  expenses 
was  sent  to  the  brigades  in  May. 

A new,  corrected  version  of  this 
RPI  will  be  available  in  August. 


CONAP  Stats 


Brigade 

Agreements  for 
4-29  May  92 

Total  CONAP 
Agreements 

1st 

75 

436 

2d 

236 

2,080 

4th 

66 

562 

5th 

195 

749 

6th 

78 

283 
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News  Briefs 


TA  for  Army 
spouses 

H Army  spouses  seeking  to  fur- 
ther their  education  could  get  an 
economic  boost  soon,  thanks  to  the 
Army  Family  Action  Plan. 

Education  officials  at  the  U.S. 
Total  Army  Personnel  Command 
say  they  hope  to  establish  a tuition 
assistance  plan  for  Army  spouses, 
patterned  after  an  Air  Force  pro- 
gram that  grants  up  to  $1,100  an- 
nually to  eligible  students.  Loretta 
Tucker,  the  Army’s  education  pro- 
gram administrator,  said  she’s  “op- 
timistic” that  an  Army  program 
will  be  available  by  next  spring. 

Tucker  said  the  Air  Force  Aid 
Society  provides  tuition  assistance 
for  spouses  at  remote  sites  to  give 
family  members  a chance  to 
qualify  for  better-paying  jobs  upon 
their  return  to  the  United  States. 

She  said  her  office  is  searching  for 
an  organization  to  sponsor  a 
similar  program  for  Army  spouses. 

AFAP  program  manager  Carol 
Potter  said,  “Army  leaders  were 
made  aware  of  the  desire  of  many 
spouses  for  tuition  assistance 
through  the  AFAP  process,”  which 
starts  with  ideas  and  suggestions  at 
the  installation  level.  “When  it  be- 
came an  AFAP  issue,  the  Army 
leadership  made  a commitment  to 
pursue  it” 

Tucker  said  that  while  Congress 
authorizes  funds  for  the  education 
of  soldiers,  the  Army  is  not 
obligated  by  law  to  do  the  same  for 
spouses.  “All  education  benefits 
available  to  Army  spouses  — and 
they  are  considerable  — result 
from  caring  Army  policy  and  crea- 
tive programming.” 

Some  of  the  education  benefits 
that  were  initiated  by  AFAP  and 
are  now  available  to  spouses  are  — 


■ DA  Pam  352-2,  “Educational 
Assistance  and  Opportunities 
Information  for  Army  Family 
Members,”  which  outlines 
procedures  and  programs  for 
obtaining  financial  assistance. 

■ AER-sponsored  educational 
loans. 

■ Computerized  estimation  of 
grant  and  loan  eligibility  by 
Army  education  centers. 

■ Active  recruiting  of  spouses 
as  well  as  servicemembers  by 
overseas  universities. 

Other  benefits  include  — 

■ Installation  women’s  club 
scholarships  and  school 
grants. 

■ Testing  and  guidance  service 
at  Army  education  centers 
worldwide. 

■ Work-study,  free  classes  and 
scholarship  programs  at  some 
schools. 

■ In-state  tuition  rates  for  most 
family  members  enrolled  at 
state  universities  that  serve 
military  installations. 

Tucker  urged  Army  spouses  to 
tap  the  resources  available  at  their 
installation  Army  education  center. 
Information  can  also  be  found  in  — 

■ DA  Pam  352-2.  To  get  a 
copy,  write  to:  Family  Ac- 
tion Management  Division, 
ATTN:  CFSC-FSM,  Hof- 
fman I,  Room  1408,  2461 
Eisenhower  Ave., 

Alexandria,  VA  22331-0521; 

■ “Need  a Lift?  - Educational 
Opportunities,  Careers, 

Loans,  Scholarships,  Employ- 
ment” can  be  obtained  for  $2 
by  writing  to:  The  American 
Legion,  National  Emblem 
Sales,  P.O.  Box  1050,  In- 
dianapolis, IN  46206. 

Further  information  about  AFAP 
can  be  obtained  from  your  post 
library  or  personnel  and  com- 
munity activities  directorate. 


Election  year 
guidance 

M The  president,  35  senators,  all 
members  of  the  House  of  Repre- 
sentatives, 12  governors,  and 
thousands  of  state  and  local  offi- 
cials will  be  elected  in  1992.  A 
variety  of  political  campaign  ac- 
tivities will  accompany  these  elec- 
tions. 

The  Department  of  Defense  does 
not  engage  in  or  support  any  ac- 
tivity that  could  be  interpreted  as 
associating  DoD  with  particular 
political  causes  or  candidates. 

DoD  policy  prohibits  armed  for- 
ces involvement  in  political  events, 
except  for  the  provision  of  a joint 
armed  forces  color  guard  for  the 
opening  ceremonies  of  the 
Republican  and  Democratic  nation- 
al conventions.  Commanders  must 
decline  all  requests  for  community 
relations  support  to  political  meet- 
ings, ceremonies  and  like  events, 
including  bands,  color  guards,  per- 
sonnel and  speakers. 

Speeches,  articles  and  public 
comment  by  military  personnel  in 
their  capacity  as  service  repre- 
sentatives must  not  contain 
material  that  may  be  construed  as 
political. 

DoD  employees,  including  ac- 
tive duty  personnel  and  reserve 
component  personnel  on  active 
duty,  and  civilian  employees,  are 
required  to  adhere  to  policies  out- 
lined in  DoD  Directive  1344.10, 
Political  Activities  by  Members  of 
the  Armed  Forces,  and  Title  5,  Part 
733,  Code  of  Federal  Regulations. 

August  is  Army  Voter  Registra- 
tion Month.  Voting  assistance  of- 
ficers will  be  provided  at  every 
battalion  to  assist  with  registration 
and  voting.  USAREC  personnel 
and  their  family  members  are  en- 
couraged to  vote  in  those  elections 
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Pro  Talk 


Closing  require- 
ments and  signals 


The  key  to  the  entire  sales  transaction  is  the  last  10 
percent  of  the  sales  process  — closing  the  sale.  Like 
the  ‘yeast’  that  leavens  the  bread,  it  only  takes  a little 
bit  to  make  the  sale  complete.  But  this  little  bit  is  an  im- 
portant and  critical  part  of  the  sale  process. 

Closing  is  simply  asking  for  action.  Yet  for  many 
salespeople  this  part  of  the  sale,  this  asking  for  action, 
is  the  most  fearful  part  of  the  entire  sales  process.  Your 
job  as  the  sales  professional  is  to  close  smoothly  and 
quickly.  To  overcome  these 
fears  and  do  this,  certain  re- 
quirements must  be  met  prior  to 
asking  for  action.  Let’s  examine 
what  requirements  must  be  met 
before  you  can  close  a sale. 

Let’s  look  at  the  buying  signals 
that  tell  you  your  prospect  is 
ready  to  buy. 

Key  requirements  for  closing  are  customer  desire, 
customer  belief,  and  customer  understanding. 

These  three  interrelated  ingredients  are  essential  in 
closing  successfully.  They  must  all  be  present  for  the 
sales  presentation  to  be  successful.  So  what  are  they 
and  why  are  they  important? 

Customer  desire  means  that  the  prospect  wants  to 
either  enjoy  your  product  (service  in  the  Army  or  Army 
Reserve)  or  a feeling  of  owning  it  (displayed  by  enlist- 
ing or  accepting  a commission  and  being  a soldier.) 
Remember,  all  buying  decisions  are  emotional.  People 
base  their  decision  to  buy  on  either  the  desire  for  gain 
or  the  fear  of  loss.  As  a professional  recruiter  and  sales 
person,  you  create  this  desire  by  correctly  identifying 
the  areas  where  your  prospect  feels  dissatisfied  and 
presenting  solutions  to  these  areas  of  felt  dissatisfaction. 

Believing  in  you  and  trusting  you  is  essential  if  the 
prospect  is  to  make  a favorable  buying  decision  with 
you.  The  Friendship  Factor  best  describes  this  belief 


and  trust.  It  states  that  a person  will  only  buy  from  you 
when  he  or  she  is  genuinely  convinced  they  are  your 
Mend  and  that  you  are  acting  in  their  best  interest. 

This  belief,  this  trust  bond,  is  created  by  caring  for  and 
listening  to  your  prospect,  by  taking  time  to  develop 
and  nurture  the  sales  relationship,  and  by  building 
mutual  respect.  Customer  belief  also  includes  believing 
in  and  trusting  the  institutions  you  represent,  the  United 
States  Army  and  the  Army  Reserve. 

Customer  understanding  simp- 
ly means  understanding  every 
aspect  of  your  product.  Complete 
understanding  reinforces  the  solu- 
tion an  enlistment  or  commission 
provides  to  the  prospect’s  felt  dis- 
satisfaction. It  helps  in  building 
and  maintaining  a trust  bond  and 
a professional  sales  relationship. 

It  also  provides  a more  satisfied  new  soldier,  thereby 
reducing  DEP/DTP  losses. 

In  addition  you  must  clearly  understand  the  needs 
and  interests  of  the  prospect.  This  is  accomplished  by 
asking  the  right  questions  and  listening  carefully  to 
what  the  prospect  has  to  say.  Accuracy  in  under- 
standing the  prospect’s  needs  means  you  can  properly 
create  the  necessary  desire  to  complete  the  sale. 

You  must  be  eager  to  close.  This  eagerness  and  en- 
thusiasm will  transfer  to  your  prospect  and  will  ease  his 
or  her  anxiety. 

You  must  have  sound  closing  skills,  and  you  must  be 
ready  for  objections  as  well  as  “no”  and  “semi-no” 
answers.  (An  example  of  a semi-no  answer  is,  “Let  me 
think  about  it”)  The  Lee  DuBois  course  in  selling 
teaches  that  an  average  of  seven  no  answers  can  be  ex- 
pected before  getting  the  yes.  In  The  New  Psychology 
of  Selling,  Brian  Tracy  tells  us  that  the  average  sale  is 
closed  after  the  fifth  attempt.  Be  ready  for  “no” 


The  difference 
between  ordinary 
and  extraordinary  is 
that  little  extra 
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Pro  Talk 


answers.  Practice  the  proper  techniques  of  identifying 
and  handling  objections. 

The  closing  question  requires  the  prospect  to  weigh 
several  factors  to  make  the  buying  decision.  The 
prospect  feels  pressure  to  make  the  right  decision.  (This 
is  the  only  pressure  you  are  allowed  to  use  in  profes- 
sional selling.)  The  longer  the  silence,  the  more  pres- 
sure the  prospect  feels  to  buy.  Therefore,  after  you  have 
asked  the  closing  question,  be  silent! 

If  your  presentation  is  good  and  you  have  satisfied 
the  prospect’s  felt  dissatisfactions,  the  prospect  under- 
goes the  process  of  mentally  answering  each  objection 
with  a benefit.  The  prospect  is  selling  himself  on  enlist- 
ing or  applying  for  a commission.  Note  that  while  this 
process  is  going  on,  you  too  will  feel  some  pressure, 
which  may  be  the  result  of  your  uncertainty  about  the 
overall  effectiveness  of  your  presentation. 

Remember  this  principle:  He  who  speaks  first 

loses!  It  is  important  that  once  the  closing  question  has 
been  asked,  you  do  not  speak  until  that  question  has 
been  answered  by  the  prospect. 

With  this  background  on  closing  requirements,  what 
are  some  buying  signals  that  your  prospects  send  you  to 
let  you  know  that  they  are  getting  ready  to  buy? 

First,  as  soon  as  one  of  your  prospects  asks  about 
what  an  enlistment  will  require  in  the  way  of  a commit- 
ment, he  or  she  is  letting  you  know  that  they  are  giving 
positive  consideration  to  your  proposal. 

When  the  prospect  asks  about  specific  details  of  en- 
listing or  applying  for  a commission,  it  is  an  indication 
that  a buying  decision  is  near.  To  take  advantage  of 
this,  use  the  Already  Enlisted  Close.  Say  something 
like,  “Once  you  have  enlisted,  this  is  what  you  have,” 
or  “As  a soldier,  this  is  what  you  can  expect  to  hap- 


Training Tips 

Question:  What  prospect  requirements  (keys  for  asking  for  action)  must  be  met  before  you  can  close  a 
sale?  Also,  what  requirements  must  a recruiter/professional  salesperson  meet? 

Answer:  The  key  prospect  requirements  that  must  be  met  for  closing  are: 

1.  Customer  desire. 

2.  Customer  belief. 

3.  Customer  understanding. 

The  recruiter/professional  salesperson  must: 

1 . Clearly  understand  the  needs  of  the  prospect. 

2.  Be  eager  to  close. 

3.  Have  sound  closing  skills. 

4.  Be  ready  for  "No”  answer. 

5.  BE  SILENT  — Remain  silent  after  asking  the  closing  question. 


pen.”  Talk  about  “your”  program  with  the  prospect. 

When  the  prospect  asks  about  processing  dates,  it  in- 
dicates ownership  of  the  product.  Don’t  waste  time. 

Get  the  commitment  for  processing  and  enlisting  now. 
Use  this  signal  to  close  the  sale. 

A change  in  the  prospect's  posture  indicates  that  a 
decision  has  been  made.  A frown  or  displayed  disinter- 
est indicates  resistance  to  your  offer  of  enlistment. 
However,  when  the  prospect  becomes  happier  and 
starts  smiling,  it  indicates  that  the  pressure  of  making  a 
decision  has  been  resolved  and  that  the  prospect  has 
made  a positive  decision  and  is  happy  to  do  business 
with  a friend.  Additional  signs  of  interest  in  buying  are 
chin  rubbing  (giving  due  consideration  and  comparing 
many  factors),  possessiveness  (holding  onto  the 
brochure  or  materials,  picking  up  your  pen,  etc.),  assum- 
ing the  ‘tea  kettle  position’  (leaning  forward,  elbow  on 
knee,  hand  on  hip),  or  moving  forward,  bringing  both 
arms  onto  the  desk  or  table  (breaking  the  barrier  of 
resistance  to  the  sale). 

Whenever  the  prospect  begins  to  calculate  numbers, 
it  shows  that  he  is  now  thinking  in  terms  of  owning  it. 
This  means  that  the  prospect  has  bought  your  product 
and  is  now  planning  how  to  keep  the  ownership. 

Finally,  when  you  have  smokescreen  objections 
(questions  that  won’t  interfere  with  the  deal,  minor  ob- 
jections that  don’t  mean  anything)  it  is  an  indication 
that  the  prospect  has  bought.  Just  sit  silently  and  let  the 
prospect  take  those  objections  away. 

To  successfully  ask  for  the  action,  know  what  re- 
quirements must  first  be  met.  Once  these  requirements 
have  been  met,  identify  the  various  buying  signals  that 
indicate  the  timing  for  a close. 
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Winning 

the  war  on 

recruiter 

stress 


SGT  Jones  was  in  a terrific  mood.  She  had  just  made 
mission  and  received  a personal  “thank  you”  for  a 
job  well  done.  Oh,  sure,  a lot  of  people  grumbled,  but 
recruiting  wasn’t  so  bad.  Now  she  was  looking  forward 
to  a night  out  with  her  husband,  and  a little  rest  and 
relaxation  before  the  next  round-up  began. 

Three  Months  Later 

SGT  Jones  is  in  a panic.  She  was  sure  she  had  that  last 
applicant  in  the  bag  and,  presto,  at  the  last  minute  he 
changed  his  mind.  Boy,  after  she  had  received  that  call 
she  had  yelled  at  everybody  all  day.  It  seemed  nothing 
could  go  right  after  that  applicant  changed  his  mind.  Now 
she  was  really  behind  the  power  curve.  The  first  sergeant 
had  just  warned  her  last  week  that  she  was  failing  mission 
and  that  continued  bad  performance  was  “gonna  get  her 
butt  outta  the  Army.” 

SGT  Brown  was  having  another  one  of  his  anxiety 
attacks.  For  the  last  five  months  he  really  had  to  hustle  to 
make  mission  and  now  his  wife  was  telling  him  he  had 
to  “either  spend  more  time  at  home,  or  find  a new  wife.” 
He  had  tried  to  explain  to  her  that  failing  mission  meant 
discharge  from  the  AGR  but  she  would  not  listen. 

CPT  Smith  was  irritated  and  just  plain  PO’d.  The 
colonel  had  just  chewed  his  butt  for  the  third  time  and  he 
knew  another  butt  chewing  would  come  next  week  when 
he  reported  that  the  numbers  were  low.  But,  he  wondered 
out  loud,  “I  can  take  consolation  in  the  fact  that  I’m 
getting  out  this  summer  with  a nice  chunk  of  voluntary 
separation  pay.” 


The  above  cases  are  just  a few  of  the  many  recruiting 
personnel  that  suffer  from  the  stress  and  conflict  that 
comes  from  recruiting  duty.  All  are  affected  — officers, 
NCOs,  spouses,  children,  and  friends.  Under  a strict 
mandate  to  meet  established  quotas,  failure  often  means 
reprimands,  extra  duty,  damaged  careers  and  possible 
discharge  from  the  service.  In  many  instances  it  also 
means  family  separations,  high  levels  of  stress,  stress 
related  illnesses  and,  in  rare  but  consistent  instances, 
suicide  attempts  and  hospitalizations  or  referrals  to  the 
mental  health  clinic. 

It’s  easy  to  quote  cases  and  stats  about  the  ills  of 
recruiting  duty  and  blame  the  “system”  for  burning  out 
soldiers.  It  is  also  easy  to  deny  there  is  a problem,  to 
downplay  the  seriousness  of  recruiter  stress,  and  to  take 
an  apathetic  stance  in  dealing  with  problems.  However, 
there  are  alternatives  to  burnout  and  stress  and  there  are 
things  we  all  can  do  to  identify  problems  and  give  assis- 
tance. 

The  Problems 

The  symptoms  of  burnout  and  stress  are  easy  to  iden- 
tify if  we  simply  pay  attention.  Remember  SGT  Jones? 
She  had  those  stress  symptoms.  Panicky,  failing  mission, 
yelling  at  her  fellow  recruiters,  and  poor  performance. 
Her  family  and  her  work  group  had  no  problem  identify- 
ing her  stress.  We  could  add  to  this  list  and  include  long 
hours,  tough  mission  requirements,  decreased  com- 
munication, apathy,  confusing  priorities,  conflicting 
commitments,  and  financial  problems. 
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Along  with  this  laundry  list  of  common  problems  are 
some  less  considered  ones.  Some  people  are  just  not  cut 
out  for  recruiting  and  others  cannot  work  independendy. 
Soldiers  who  are  not  salespersons  or  socially  adept  will 
have  tremendous  conflict  trying  to  recruit  applicants.  I 
have  actually  seen  soldiers  who  had  less  fear  facing  the 
enemy  in  Operations  Just  Cause  and  Desert  Storm  than 
in  facing  prospective  applicants!  The  bottom  line  is  that 
some  of  us  are  not  ever  going  to  be  good  salespersons  no 
matter  how  hard  we  try  or  how  important  the  mission  is. 

Stress  surrounds  us  all  and  limits  our  ability  to  get  our 
jobs  done.  Unchecked  or  untreated,  stress  often  leads  to 
physical  problems  ranging  from  stomachaches  to  ulcers, 
from  headaches  to  heart  attacks.  Stress  also  effects  our 
mental  health.  It  limits  our  ability  to  make  decisions  and 
solve  problems  and,  untreated,  it  may  lead  to  “nervous 
breakdowns”  or  suicide. 

The  Programs 

The  Army  has  a number  of  programs  to  deal  with 
family  problems,  stress,  and  performance  challenges. 
Communities  also  have  a number  of  programs  that  help 
people  deal  with  stress  and  conflict. 

a.  In  the  Army,  the  hospital  or  medical  clinic  offers 
direct  health  care  services.  If  a needed  service  is  unavail- 
able, the  soldier  or  family  member  should  contact  their 
battalion  Health  Benefits  Advisor  (HBA)  for  assistance 
and  referral.  Recruiters  who  are  geographically  unable 
to  go  to  a military  facility  must  contact  their  HBA  for 
approval  to  obtain  care  from  a civilian  provider.  Family 
members  should  contact  CHAMPUS-MH  at  1-800-242- 
6764  for  pre-approval  to  obtain  care  from  a civilian 
provider  under  the  CHAMPUS  program. 

b.  Army  Community  Services  and  Army  Emergency 
Relief  offer  a range  of  financial  assistance  and  family 
support  services.  Local  county  or  city  social  service 
departments  offer  similar  services  in  the  community.  To 
find  your  closest  social  services  agency,  simply  look  in 
the  phone  book  under  government  listings  or  the  name  of 
the  county  you  live  in. 

c.  Army  Community  Mental  Health  Programs  offer  a 
range  of  stress  management,  suicide  prevention,  and 
marriage  and  family  counseling  programs.  In  addition, 
most  offer  individual  counseling,  group  counseling  and 
specialty  programs  in  assertiveness  training,  anger  con- 
trol and  conflict  resolution.  Many  city,  county  and  state 
mental  health  programs  are  available  to  serve  soldiers 
and  their  families.  Or,  if  you  prefer  a number  of  private 
mental  health  professionals  and  hospitals  offer  a wide 
range  of  services  and  programs.  To  find  the  nearest  one 
to  you  simply  look  in  the  yellow  pages  or  consult  your 
local  hospital. 

The  People 

The  Army  in  many  aspects  is  like  one  big  family.  All 
of  us  develop  networks  with  our  families  and  our  friends 


and  may  belong  to  a number  of  different  clubs  or  or- 
ganizations on  post  to  help  us  deal  with  stress  and  related 
problems.  The  networks  that  we  establish  with  fellow 
soldiers  and  their  families  and  the  relationships  that  we 
form  are  important  in  helping  us  to  identify  and  deal  with 
our  conflict  and  stress. 

The  Professionals 

There  are  a number  of  professional  organizations  and 
persons  that  are  available  to  assist  recruiters  and  their 
families.  The  first  of  these  is  of  course,  the  chain  of 
command.  It  is  a long  standing  Army  tradition  that  the 
chain  of  command’s  responsibility  is  to  take  care  of  its 
soldiers  in  any  way  needed  and  in  any  way  possible.  If 
the  chain  of  command  is  sensitive  to  the  needs  of  soldiers 
and  families  and  has  the  ability  and  desire  to  respond  to 
these  needs,  much  of  the  stress  facing  Army  families  will 
be  managed.  Should  the  chain  of  command  be  unable  to 
deal  with  the  problems,  there  are  professionals  at  medical 
clinics  and  community  mental  health  centers  in  both 
military  and  civilian  facilities.  These  professionals  are 
trained  to  deal  with  a variety  of  family  health  problems 
and  related  mental  health,  marital  and  family  issues,  and 
can  be  a valuable  resource  to  both  soldiers  and  their 
commanders.  In  addition  to  providing  counseling  to 
individuals  and  families,  the  health  care  team  can  provide 
command  consultation  and  training  in  such  topics  as 
suicide  prevention  and  stress  management. 

Ministers  have  a long  history  of  providing  support  for 
families.  Because  of  their  unique  role,  ministers  are  in  a 
position  to  provide  a range  of  services  and  are  a primary 
resource  for  soldiers  and  their  families.  And  whether 
Catholic  or  Protestant,  Jewish  or  Moslem,  these  religious 
advisors  have  a wealth  of  knowledge  about  community 
resources. 

Next,  there  is  the  civilian  personnel  office  (CPO). 
Through  CPO  a number  of  job  programs  and  oppor- 
tunities are  available  to  family  members.  Not  close  to  a 
CPO?  Check  out  the  local  chamber  of  commerce,  un- 
employment office  or  state  jobs  program.  Again  the 
phone  book  is  your  best  bet.  And,  don’t  forget  newspaper 
ads  and  the  library  for  information  on  jobs  and  training 
opportunities. 

The  Prognosis:  Excellent! 

When  recruiters  and  their  families  are  armed  with  the 
information  and  knowledge  needed,  they  will  equip 
themselves  with  the  skills  and  services  needed  to  deal 
with  the  stress  and  conflict  confronting  them.  We  are  our 
own  best  resource  for  jobs,  health  care  and  counseling. 
We,  as  the  leaders,  the  friends,  and  the  family,  can 
provide  the  supportive  care  that  will  keep  our  soldiers  and 
families  healthy  and  fit.  Health  and  happiness  are  reach- 
able goals.  Our  success  will  mirror  our  efforts  toward 
effective  listening  and  communication.  When  we  value 
soldiers  and  their  families  and  communicate  that  in  the 
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decisions  we  make  and  the  methods  we  use  to  solve 
problems,  we  will  become  a cohesive  team  in  the  effort 
to  recruit  a quality  force.  Because  whether  we  like  it  or 
not,  believe  it  or  not,  each  individual  soldier,  family 
member,  and  employee  is  critical  to  the  overall  recruiting 
mission. 

Puzzled  ?? 

If  you  have  any  questions  or  need  further  information, 
give  us  a call  or  write  us  a note.  We  are  at  (708)  926-2712, 


or  write  us  at: 

United  States  Army  Health  Clinic 
USXP-FS-MH  Bldg.  441 
Fort  Sheridan,  EL  60037-5000 

MAJ  Bascom  W.  Ratliff,  Fort  Sheridan  Community 
Mental  Health  Officer 


I AM  A RECRUITER 

I am  a recruiter.  I work  from  0800  until  2000 
most  days,  sometimes  even  longer.  I work  six 
days  a week.  If  I’m  lucky  I might  eat  lunch 
during  my  busy  day.  My  station  commander 
doesn't  care  about  me,  he  only  cares  that  I put 
people  in  the  Army.  I’m  caught  between  a 
commander  telling  me  I’m  not  trying  hard 
enough  and  my  applicants  telling  me  I’m  too 
pushy.  I don’t  know  my  spouse  anymore;  we 
never  get  to  talk.  Last  month  I didn’t  make 
mission — from  my  commander's  reaction  you 
would  have  thought  I’d  committed  a heinous 
crime.  When  rm  off  on  Sundays  I am  usually 
too  tired  to  do  anything.  I’d  take  some  leave  but 
my  station  commander  says  " Not  until  you 
make  the  numbers!"  I’m  perceived  as  worth- 
less if  I “roll  a doughnut."  I can’t  sleep  at 
night.  /’  ve  lost  my  appetite,  as  well  as  15 
pounds  in  the  last  month.  I can’t  seem  to  con- 
centrate as  effectively  as  I used  to.  I get  lots  of 
headaches.  I pop  antacids  like  they  are  candy. 

I smoke  more  now  than  I ever  have.  Sometimes 
I’d  just  like  to  get  drunk.  I can’t  seem  to  relax. 
Nobody  seems  to  care. 

If  you  are  a recruiter  and  can  identify  with  some  of 
these  feelings  you  may  be  susceptible  to  catching 
“Recruiteritis.”  My  name  is  SGT  Ben  Wilbert  and  I am 
not  a recruiter.  I am  a Behavioral  Science  Specialist  and 
I am  here  to  assist  you.  We  often  have  a steady  flow  of 
“stressed  out”  recruiters  come  through  our  counseling 
center.  Recruiters  that  have  been  mentally  beaten, 
flogged  and  hung  out  to  dry.  It’s  easy  to  see  why  recruit- 
ing is  the  toughest  job  in  the  Army. 

Along  with  the  toughest  Army  job  comes  tough 
problems.  Hardest  hit  are  occupational,  interpersonal  and 
leisure  life  areas.  Unfortunately,  sometimes  stress  effects 
all  life  areas.  For  instance,  when  a soldier  is  experiencing 
a conflict  at  work,  it  can  be  so  intense  that  the  soldier 


becomes  depressed  or  anxious.  This  in  turn  inhibits  their 
leisure  and  family  life  and  they  often  begin  to  feel  over- 
whelmed and  hopeless.  Soldiers  then  become  prime  can- 
didates for  problem  behavior . . . apathy,  aggressiveness, 
irrational  thinking  or  suicidal  behavior. 

But  it  doesn’t  have  to  go  to  these  extremes.  Usually 
with  proper  support,  guidance  and  training  these 
problems  can  be  appropriately  dealt  with.  The  best  way 
to  solve  a problem  is  to  become  educated  about  the 
dynamics  of  the  problem  and  then  have  a sound  plan  to 
deal  with  it.  For  example,  your  car  won’t  start.  Without 
any  knowledge  about  cars  you  have  little  chance  of  solv- 
ing the  problem  on  your  own.  So  you  seek  assistance. 
With  a little  support,  guidance  and  education  about  cars 
you  are  able  to  learn  how  to  solve  the  problem  and  get 
your  car  started.  Not  only  did  you  solve  the  present 
problem  but  you  now  know  how  to  deal  with  it  in  the 
future. 

Dealing  with  life’s  problems  can  be  done  in  a similar 
manner.  You  stand  a good  chance  of  solving  a problem 
by  gaining  assistance.  The  worst  thing  you  can  do  is 
nothing.  Problems  rarely  go  away  by  themselves.  They 
usually  get  worse  if  ignored. 

There  is  assistance  for  you.  You  can  visit  your  nearest 
Army  mental  health  clinic,  a chaplain,  a good  friend  or 
any  credible  resource  you  feel  comfortable  with.  If  you 
live  away  from  a military  base  you  can  go  to  a local 
hospital,  health  clinic  or  minister  for  help.  So,  whether 
you  are  prone  to  problems  or  not,  stop  and  think  next  time 
about  what  possible  alternatives  there  are  in  effectively 
dealing  with  the  situation  at  hand.  You  don’t  have  to  let 
it  all  build  up  until  it  appears  insurmountable.  Become 
aware  about  your  feelings  and  how  to  make  things  work 
for  you. 

We  are  here  to  help.  For  further  information  contact 
your  Army  community  counseling  center,  your  local  so- 
cial services  or  your  local  community  mental  health 
clinic.  Discover  what  resources  are  available  to  you  and 
your  family. 

Ben  Wilbert,  Fort  Sheridan  Community  Mental  Health 
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Exercise  — to  some  it’s  a dirty  word,  while  to  others 
it’s  second  nature.  But  exercise  should  really  be 
second  nature  to  all  — including  recruiters.  A regular 
fitness  program  provides  many  benefits,  which  can  only 
help  to  enhance  a recruiter’s  day-to-day  life. 

Exercise,  specifically  aerobic/cardiovascular  con- 
ditioning, strengthens  the  heart  muscle  and  lungs  to  help 
climb  the  stairs  at  the  high  schools  and  walk  farther  on 
the  canvassing  journeys.  It  relieves  stress  to  better  handle 
those  anxious  moments  at  the  end  of  the  month.  And  it 
greatly  reduces  the  chances  of  injury  when  trying  to  pass 
the  mandatory 
physical  train- 
ing test  twice  a 
year.  Also, 
feeling  heal- 
thy can  lend  it- 
self to  so  many 
other  personal 
rewards  — 
controlling 
weight, 

developing  a 
more  positive 
self-esteem,  a 
more  relaxed 
attitude, 
strength  and 
ability  to  try 
new  things 
and  renewed 
energy.  In  short, 
a regular  exercise  routine  can  lead  to  a healthier,  happier 
life,  and  who  doesn’t  want  that? 

But  for  recruiters  time  is  a precious  commodity  and  a 
regular  exercise  program  is  not  easy  to  come  by.  When  a 
recruiter  has  to  spend  so  much  time  transporting  and 
processing  applicants,  not  to  mention  prospecting,  house 
calls  and  administrative  duties,  when  is  there  possibly 
time  to  exercise? 

Actually  there  is  plenty  of  time,  because  it  doesn’t  take 
much  from  a person’s  day  to  get  an  effective  aerobic 
workout.  It  only  takes  20  minutes,  3 days  a week  to  reap 
the  cardio-respiratory  benefits  of  exercise. 

And  what  is  20  minutes?  In  20  minutes  an  applicant 
can  view  two  or  three  video  discs  on  the  JOIN  system.  A 
recruiter  can  make  three  to  five  phone  calls  or  maybe  start 
filling  out  an  enlistment  packet.  It  is  not  a lot  of  time  taken 
from  a 10-  to  12-hour  workday. 

Getting  motivated  and  staying  motivated  about  exer- 
cise is  usually  harder  than  trying  to  find  the  time  to 
workout.  If  a recruiter  already  has  an  exercise  routine, 
stay  with  it;  keep  in  mind  how  good  that  last  workout  felt. 
Recruiters  should  remember  that  exercise  is  not  taking 
away  from  something,  it’s  only  adding  to  self. 


(Photo  by  Jo  Adail  Stephenson) 


For  those  recruiters  who  do  not  exercise  it’s  time  to  get 
motivated  and  expel  any  negative  feelings  about  fitness. 
The  right  attitude  toward  exercise  is  very  important. 
Attitude  will  most  certainly  affect  how  and  what  exer- 
cises are  done.  Remember,  walking  from  the  car  into  the 
station  does  not  constitute  a workout. 

Now,  set  realistic  goals;  start  small  and  build.  Instead 
of  going  to  lunch  recruiters  can  take  a long  walk.  Maybe 
after  completing  a presentation  at  a high  school  try  walk- 
ing the  stairs  a few  times.  If  possible,  dust  off  the  bicycle 
in  the  garage  and  ride  it  to  work  or  during  lunch  time. 

Start  some- 
where. Then 
progress  to 
more  strenuous 
exercises,  such 
as  swimming 
and  aerobic 
classes. 

Exercise  in- 
tensity is  a 
major  factor 
when  planning 
a fitness  pro- 
gram. The 
recommended 
intensity  is  ap- 
proximately 70 
percent  of  a 
person’s  maxi- 
mum heart  rate. 
This  is  the  tar- 
get heart  rate.  Calculate  the  target  heart  rate  by  subtract- 
ing your  age  from  220  and  multiplying  by  70  percent. 

Example:  220  - 34  (age)  = 186  x .70  = 130  beats  per 
minute  (target  heart  rate). 

A recruiter  can  obtain  an  effective  workout  just  by 
maintaining  his/her  target  heart  rate  for  1 5 to  20  consecu- 
tive minutes,  3 days  a week.  Just  20  minutes  out  of  a 24- 
hour  day;  3 days  out  of  a 7-day  week  is  not  much  to  ask 
to  look  and  feel  good. 

Recruiters  are  required  to  maintain  a professional  ap- 
pearance and  look  sharp  at  all  times.  Remember,  main- 
taining appearances  is  more  than  just  not  being 
overweight;  it’s  also  being  able  to  climb  a flight  of  stairs 
at  the  MEPS  without  breathing  heavy  or  getting  dizzy. 

Besides  recruiters  have  enough  day-to-day  stresses 
without  having  to  worry  about  the  semi-annual  physical 
training  test.  If  regular  exercise  is  a part  of  their  routine 
then  they  will  be  ready  for  the  test,  no  more  last  minute 
cramming. 

Exercise  and  good  diet  make  for  a healthy,  happy  life. 
Just  make  exercise  a routine  and  soon  it  will  become 
second  nature.  Get  motivated  and  make  it  happen! 

Vernetta  Graham,  RJ  staff 
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Cholesterol 

— the  helper  and  harmer  of 
the  heart  and  arteries 


Cholesterol,  the  helper  and  harmer  of  the  heart  and 
arteries,  is  necessary  to  sustain  life,  but  it  can  also 
shorten  your  existence.  The  body  requires  cholesterol  to 
create  strong  membranes  and  hormones  to  ensure  the 
proper  function  of  the  nervous  system.  But  a certain  type 
of  cholesterol  in  the  blood  can  form  a fatty  substance 
called  plaque  that  can  block  the  arteries. 

The  Good  and  Bad  of  It 

The  blood  carries  a molecule  known  as  lipoprotein  that 
distributes  cholesterol  throughout  the  body.  Lipoprotein 
is  a combination  of  fat  and  protein.  There  are  two  dif- 
ferent types  of  lipoprotein. 

The  helper,  High  Density  Lipoprotein  (HDL),  consists 
of  large  amounts  of  protein  and  small  amounts  of  fat.  The 
HDL  is  known  as  the  “good”  cholesterol  because  it 
removes  cholesterol  from  the  system  and  transports  it  to 
the  liver  where  it  is  either  reprocessed  or  eliminated. 

The  harmer  or  “bad”  cholesterol  is  Low  Density 
Lipoprotein  (LDL).  LDL  contains  large  amounts  of  fats 
and  small  amounts  of  protein.  This  cholesterol  is  carried 
through  the  system  and  leaves  plaque  on  the  arterial 
walls;  this  causes  decreased  blood  flow  and  oxygen  to  the 
heart. 

Saturated  and  Un saturated  Fats 

A proper  diet  is  important  in  maintaining  a normal 
cholesterol  level. 

Foods  that  contain  large  amounts  of  saturated  fats  can 
contribute  to  a high  level  of  LDL  cholesterol,  cardiovas- 
cular disease  and  different  types  of  cancer.  Saturated  fats 
leave  no  room  on  the  molecule  for  additional  hydrogen. 
In  other  words,  they  remain  solid  at  room  temperature. 
This  fat  is  found  in  animal  as  well  as  plant  sources. 
Animal  fats  are  red  meats,  butter,  lard  and  poultry  fat  and 
skin.  Plant  fats  are  primarily  coconut  oil,  palm  kernel  oil 
and  palm  oil.  Some  saturated  fats  raise  a person’s  blood 
cholesterol  level  more  than  others,  but  too  much  of  any 


saturated  fats  can  prove  harmful. 

Medical  experts  have  shown  that  unsaturated  fats  can 
reduce  blood  cholesterol  levels  in  some  individuals, 
which  in  turn  reduces  a person’s  chances  of  cardiovas- 
cular disease.  Unsaturated  fats  have  room  on  the 
molecule  for  additional  hydrogen;  they  are  liquid  at  room 
temperature.  This  fat  is  found  in  vegetable  oils  like 
peanut  and  olive  (monounsaturated)  and  sunflower,  com 
and  safflower  (polyunsaturated). 

Diet 

To  reduce  saturated  fat  from  a diet,  keep  red  meat 
portions  small  and  choose  chicken  and  turkey  over  beef 
and  pork.  Also  make  a practice  of  trimming  visible  fat 
from  meat  and  broil  or  roast  meat  instead  of  frying  it.  A 
healthy  diet  should  also  limit  whole  milk  products,  butter, 
eggs  and  added  fats  such  as  oil  and  mayonnaise.  A person 
can  also  try  substituting  low-fat  milk  and  cheese  products 
for  the  whole-milk  products  and  using  polyunsaturated 
oils  instead  of  saturated  oils  for  cooking. 

The  recommended  daily  allowance  of  fat  is  30  percent 
of  total  calories,  and  of  that  30  percent  no  more  than  10 
percent  should  be  from  saturated  fats.  For  example,  if  a 
person  consumes  1,500  calories  daily  to  maintain  his  or 
her  weight,  that  person  would  only  eat  450  calories  in  fat, 
with  only  45  calories  coming  from  saturated  fat. 

Exercise 

Regular  exercise  such  as  aerobics,  running,  cycling 
and  swimming  favorably  alter  the  level  of  HDL- — the 
helper.  Regular  exercise  can  bum  calories  and  reduce 
body  fat.  Lower  body  fat  is  directly  associated  with 
lowering  the  level  of  LDL — the  harmer. 

The  National  Cholesterol  Education  Program  (NCEP) 
recommends  that  all  adults  age  20  and  over  have  their 
blood  cholesterol  level  screened.  If  a cholesterol  level  is 
too  high,  a physician  can  recommend  the  best  individual 
steps  that  should  be  taken  to  lower  it. 
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Nixing  nicotine 


Run  through  a litany  of  smoking-related  diseases,  and 
you  begin  to  wonder  if  there’s  any  disorder  or  organ 
failure  that  can’t  be  traced  to  regular  use  of  tobacco 
products. 

One  such  list,  compiled  recently  by  COL  (Dr.)  Byron 
C.  Gwinn  II  of  Tripler  Army  Medical  Center  in  Honolulu, 
ought  to  be  enough  to  persuade  the  average  smoker  to 
quit  immediately  — and  to  convince  the  prospective 
smoker  to  abandon  the  fantasy  that  only  the  “other  guy” 
incurs  the  high  human  cost  of  addiction  to  nicotine. 

For  samplers,  Gwinn’s  list  starts  out  with  cancer  of 
the — 

■ Lungs 
■ Larynx 
■ Pharynx 
■ Esophagus 
■ Cervix 
■ Bladder 
■ Stomach 
■ Pancreas 
■ Kidneys 

then  he  cites  such  conditions  as  — 

■ Chronic  bronchitis 
■ Coronary  artery  disease 
■ Arteriosclerotic  peripheral  vascular  disease 
(“smoker’s  leg”) 

■ Stroke 

and  he  brings  it  all  home  with  — 

■ Increased  infant  mortality 
■ Birth  defects 
■ Unsuccessful  pregnancy 
■ Peptic  ulcer 

■ Chronic  lung  disease  (emphysema). 


All  those  problems  became  household  words  when  the 
U.S.  surgeon  general  cited  them  in  his  1964  report  on 
their  linkage  to  cigarette  smoking.  Fifteen  years  later,  he 
announced  Findings  on  the  harmful  effects  — mainly  oral 
cancer  — of  cigars,  pipes  and  smokeless  tobacco. 

Further  scientific  evidence  has  shown  that  involuntary, 
or  “passive”  smoking  by  non-smokers  exposed  to  the 
smoke  of  others  leads  to  an  increase  in  related  diseases, 
particularly  in  the  children  of  parents  who  smoke. 

Gwinn  laments  that,  despite  all  the  fairly  successful 
medical  warnings  and  efforts  of  government  officials  to 
educate  smokers,  to  provide  incentive  programs  in  the 
workplace,  and  to  issue  regulations  against  smoking  in 
closed  public  areas,  there  remain  some  groups  whose 
tobacco  use  has  stayed  unchanged  or  increased:  ser- 
vicemembers,  bluecollar  workers,  the  unemployed, 
children,  adolescents  and  women. 

“Those  of  us  involved  with  health  care  in  general  and 
the  care  of  military  personnel  in  particular  have  a real 
challenge.  How  can  we  meet  the  need  for  more  education 
and,  ideally,  methods  of  intervention  and  therapy  along 
guidelines  already  in  place  for  other  addictive  disor- 
ders?” Gwinn  asked.  One  of  his  suggested  approaches  is 
to  reward  those  who  choose  to  attend  cessation  programs. 

“Those  in  military  medicine  have  access  to  a patient 
population  of  young  persons  with  young  families. 
Prevention  is  superior  to  treatment.  It  is  sad  to  see  a young 
soldier  who  has  just  finished  the  Army  physical  fitness 
test  lighting  up  a cigarette,”  Gwinn  said. 

Yes,  there’s  much  work  to  be  done  in  helping  free 
America  from  nicotine  addiction.  Thanks  to  profes- 
sionals like  Gwinn,  we  still  have  some  old,  and  now 
perhaps  some  new,  “weapons”  with  which  to  wage  the 
battle. 


Larry  W.  Bryant,  ARNEWS 
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The  Test 


1.  Transportation  of  parents  and/or  spouses  of  applicants  or  en- 

listees returning  to  the  Military  Entrance  Processing  Station 
(MEPS)  for  the  purpose  of  counseling  for  Human  Im- 
munodeficiency Virus In  a government-owned 

vehicle. 

A.  is  authorized 

B.  is  not  authorized 

C.  may  be  authorized  only  by  the  CLT  or  higher  level  of  authority 

D.  may  be  authorized  only  by  the  BLT  or  higher  level  of  authority 

2.  DEP  losses  generally  fall  into  two  categories.  They  are 

and . 

A.  apathy;  loss  of  interest 

B.  apathy;  disqualification 

C.  medical;  loss  of  interest 

D.  medical;  apathy 

3.  A sworn  statement  by  one  or  both  parents  or  legal  guardians 
must  be  supported  by  which  documents  in  order  to  verify  an 
applicant’s  age? 

A.  Notarized  copy  of  the  school  record  showing  date  of  birth,  age, 
or  attendance. 

B.  Certificate  from  physician  employed  by  the  hospital  of  birth. 

C.  Sworn  statement  of  the  hospital  administrator. 

D.  Either  A,  B,  or  C. 

4.  The  recruiting  station  reference  file  will  be  reviewed  on  a 

basis  at  a minimum  to  ensure  that  all  required 

publications  are  current  and  up-to-date. 

A.  yearly 

B.  semi-annually 

C.  quarterly 

D.  monthly 

5.  A technique  to  determine  whether  or  not  your  prospect  is 

ready  to  make  a commitment  to  enlist  is  using . 

A.  fact  finding  open  ended  questions 

B.  closed  ended  questions 

C.  negative  answer  questions 

D.  trial  closes 

6.  Recruiters  can  resolve  eligibility  problems  by  advising  or  in- 
structing applicants  to  visitor  write  Headquarters,  Department 
of  the  Army  or  other  headquarters. 

A.  True 

B.  False 

7.  What  is  the  maximum  dollar  amount  of  postage  authorized  to 
be  stocked  at  recruiting  station  level? 

A.  $50. 

B.  $100 

C.  $250. 

D.  $500. 

8.  A member  of  the  ARNG  desiring  to  enlist  in  the  USAR  will 


A.  be  transferred  using  a completed  DA  Form  4651 -R 

B.  be  transferred  using  a completed  DA  Form  4187 

C.  be  processed  through  MEPS 

D.  be  processed  through  MEPS  or  complete  a field  enlistment 
packet 


9.  Enlisted  RA  members a Reserve  commission  or 

warrant  in  an  Armed  Force  of  the  United  States  other  than  the 
Army. 

A.  may  hold 

B.  may  not  hold 

C.  may  apply  for 

D.  may  (upon  completing  1 0 years  federal  service)  apply  for 

10.  Persons  who  meet  training  and  work  experience  require- 

ments and  satisfy  all  other  enlistment  criteria  for  ACAPS  will  be 
enlisted  in  pay  grade . 

A.  E-2 

B. E-3 

C.  E-4 

D.  E-1 , E-2,  or  E-3  depending  on  educational  achievements. 

1 1 . NPS  applicants  who  enlist  in  the  USAR  under  the  Army 

Civilian  Acquired  Skills  Program be  ordered  to  An- 

nual Training. 

A.  may  at  any  time 

B.  will  automatically 

C.  will  be  given  the  option  to  choose  to 

D.  may  not  until  after  successful  completion  of  basic  training 

12.  Recruiting  information transmitted  to  individuals 

in  foreign  countries  who  are  not  entitled  to  enlist. 

A.  may  for  information  purposes  be 

B.  may  upon  approval  of  the  recruiting  brigade  commander  be 

C.  will  not  be 

D.  will  only  with  battalion  commander  approval  be. 

13.  All  disqualifications  for  enlistment  must  be  revealed  by 
prior  service  (PS)  personnel.  However,  only  the  following  are 
considered  current: 

A.  Those  that  occurred  during  the  last  period  of  service. 

B.  Those  that  occurred  after  the  last  period  of  service. 

C.  Those  that  were  not  previously  revealed. 

D.  All  of  the  above. 

14.  Unless  otherwise  stated  on  the  waiver  cover  sheet/docu- 

ment, waivers  granted  under  Chapter  4,  AR  601  -21 0 are  valid 
for from  approval  date  unless  a change  in  status  oc- 

curs. 

A.  90  days 

B.  180  days 

C.  9 months 

D.  1 year 

15.  if  the  preferred  enlistment  name  is  different  from  the  name 

shown  on  the  SSN  card,  the  person  applying  for  enlistment 
must . 

A.  Complete  SS  Form  5 (Application  for  Social  Security  Number) 
and  submit  it  to  change  the  Social  Security  Record. 

B.  Write  a complete  explanation  in  item  36,  DD  Form  1966. 

C.  Enlist  under  the  name  shown  on  the  SSN  card  and  list  the 
preferred  enlistment  name  in  the  remarks  section,  DD  Form  1966. 

D.  Be  advised  that  he  or  she  can  only  enlist  under  the  name 
shown  on  the  SSN  card. 
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The  way  I see  it .. . 

Vision  implies  change.  Change  is  upon  us.  We  are  better  off  to  participate  in  change  and  to  help 
shape  it  than  to  be  dragged  along  by  change.  You  can  help  shape  the  future  and  make  it  better. 
You  know  your  job  better  than  anyone.  What  are  your  ideas  for  improving  operations?  Share 
them  on  the  space  below  and  mail  this  according  to  the  instruction  on  the  back  of  this  form,  post- 
age free.  Please  be  as  detailed  as  possible  when  citing  examples  for  improvement.  Recruiters, 
support  staff  and  family  members  are  encouraged  to  use  this  space  to  voice  ideas  and  concerns. 

If  you  desire  a direct  response  to  your  comments  or  suggestions,  please  include  your  name  and 
address.  Names  are  not  required. 


Teamwork:  Working  together  as  a team  we  can  accomplish  more  than  working  as  individuals. 
Share  your  vision  for  the  future  of  the  U.S.  Army  Recruiting  Command.  All  forms  are  mailed  to  and 
received  directly  by  the  U.S.  Army  Recruiting  Command  Chief  of  Staff,  Fort  Sheridan,  III. 

HQ  USAREC  Fm  1825, 1 Jan  91 
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Fold  here  second  and  secure  with  tape 


DEPARTMENT  OF  THE  ARMY 
HEADQUARTERS 

U.S.  ARMY  RECRUITING  COMMAND 
FORT  SHERIDAN,  ILLINOIS  60037-6000 


OFFICIAL  BUSINESS 


NO  POSTAGE 
NECESSARY 
IF  MAILED 
IN  THE 

UNITED  STATES 


BUSINESS  REPLY  MAIL 

FIRST  CLASS  MAIL  PERMIT  NO.  600  FORT  SHERIDAN,  IL 


POSTAGE  WILL  BE  PAID  BY  U.S.  ARMY  RECRUITING  COMMAND 


Commander 

U.S.  Army  Recruiting  Command 
ATTN:  RCCS  (Chief  of  Staff) 
Fort  Sheridan,  IL  60037-6020 
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not  Just  the 
four  food 

anymore 


“Eat  your  vegetables,  they’re  good  for  you.”  We 
probably  heard  this  a thousand  times  during  childhood. 
This  advice  is  as  good  today  as  it  was  then. 

Fruits  and  vegetables  are  one  of  the  basic  food  groups 
that  we  learned  about  during  health  class  in  school.  The 
new  “food  pyramid”  says  our  bodies  need  three  to  five 
servings  per  day  of  vegetables  and  two  to  four  servings 
per  day  of  fruit.  An  apple  or  a half  cup  of  cooked 
vegetables  is  considered  one  serving. 

The  food  group  that  includes  breads,  cereals,  rice  and 
pasta  is  the  one  that  our  bodies  need  most  of  each  day,  a 
whopping  six  to  eleven  servings.  More  than  half  of  our 
daily  diet  should  be  made  up  of  the  fruit  and  vegetables 
and  bread  and  cereal  food  groups.  A slice  of  bread  or  a 
half  cup  of  cereal  is  a serving. 

In  the  meat,  poultry,  fish,  dry  beans,  eggs  and  nuts  food 
group,  we  only  need  two  to  three  servings  per  day.  A 
serving  of  meat  is  3 ounces  and  a serving  of  dry  beans  or 
nuts  is  3/4  cup. 

In  the  milk,  yogurt  and  cheese  group,  our  bodies  need 
two  to  three  servings  per  day.  Since  many  recruiting 
stations  are  not  authorized  to  have  a refrigerator,  this  food 
group  cannot  be  used  as  snacks  during  the  work  day. 
However,  fewer  servings  of  this  food  group  are  required 


for  good  health.  It  only  takes  8 ounces  of  milk  or  1 ounce 
of  cheese  to  equal  one  serving. 

When  we  eat  from  these  basic  food  groups,  we  get  the 
necessary  nutrients  to  keep  our  bodies  healthy  — water, 
minerals,  vitamins,  carbohydrates,  proteins  and  fats. 

Water  is  the  most  essential  of  all  the  nutrients.  A lack 
of  body  fluids  reduces  endurance  and  increases  the  risk 
of  heat  exhaustion.  Recruiters  should  be  very  conscious 
of  water  intake  while  exercising  during  the  summer 
months.  Water  also  provides  our  body  with  minerals. 

Minerals  contribute  to  the  regulatory  functions  of  the 
body.  A balanced  diet  usually  includes  all  the  minerals 
we  need,  with  the  exception  of  calcium  and  iron.  For 
women,  calcium  keeps  bones  and  teeth  strong  and  iron 
aids  in  the  formation  of  hemoglobin,  the  oxygen-carrying 
pigment  in  the  red  blood  cells.  These  two  minerals  some- 
times must  be  supplemented  in  the  diet  of  females,  al- 
though iron  can  be  obtained  by  using  cast  iron  cookware. 
Women  should  check  with  a doctor  before  beginning 
mineral  supplements.  Other  major  minerals  needed  are 
phosphorus,  magnesium,  sodium  and  chloride. 

Vitamins  are  organic  compounds  that  our  bodies  can- 
not manufacture  but  can  be  obtained  in  required  amounts 
by  eating  a balanced  diet.  An  example  of  the  water- 
soluble  vitamins  are  B complex  and  C.  Water-soluble 
vitamins  are  not  stored  in  our  bodies  in  large  amounts  and 
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should  be  eaten  frequent- 
ly. Fat-soluble  vitamins 
such  as  A,  D,  E,  and  K are 
stored.  The  intake  of 
vitamins  governs  the 
processes  of  energy 
production,  growth, 
maintenance,  and  repair. 
While  canvassing,  many 
recruiters  enjoy  stopping 
for  lunch  or  dinner  at  cafeterias,  which  provide  quick 
service  and  plenty  of  vegetables  for  vitamins. 

Protein  is  the  major  structural  component  of  the  body 
and  is  necessary  for  growth  and  repair.  Meat,  fish  and 
poultry  contain  complete  protein.  Vegetables  (such  as 
beans)  and  grains  (such  as  rice)  contain  incomplete 
protein.  When  rice  and  beans  or  peanut  butter  and  bread 
are  eaten  together,  they  provide  the  same  amount  of 
complete  protein  as  meat. 

Fat  in  our  diet  transports  fat-soluble  vitamins  and 
insulates  the  body  against  cold.  Most  fat  in  our  diet  comes 
from  animal  sources  (meat)  and  is  the  most  calorie-dense 
food  we  eat.  Cooking  methods  such  as  frying  versus 
steaming  can  also  increase  fat  and  calories. 

Carbohydrates  are  the  most  available  sources  of  food 
energy  and  the  only  source  of  energy  used  by  the  brain. 
Complex  carbohydrates  are  the  starches  and  fibers  in 
vegetables  and  grains  and  are  low  in  calories.  Simple 
carbohydrates  are  sugar,  honey,  and  com  syrup,  which 
provide  energy  but  no  other  nutrition.  Food  energy  gives 
us  the  get  up  and  go  to  get  out  and  get  things  done. 

Fiber  is  not  a nutrient  but  is  thought  to  protect  the  body 
against  cancer  and  heart  disease.  Some  foods  that  contain 
fiber  are  apples,  tomatoes,  carrots,  potatoes,  and  whole 
oats. 

How  can  a recruiter  eat  healthy?  Avoid  the  high  fat 
foods  that  are  served  in  many  fast  food  restaurants; 
instead,  visit  salad  bars  in  restaurants  and  super  markets. 
Pasta  salads  are  on  most  salad  bars  and  contain  complex 
carbohydrates.  Eat  chicken  and  turkey  sandwiches  on 
whole  wheat  bread  (which  provides  fiber)  instead  of 
hamburgers.  Keep  nutritious  complex  carbohydrate 
snacks  in  your  desk,  such  as  fruits,  nuts,  and  raisins. 

“Their  working  hours  prevent  recruiters  from  being 
able  to  eat  healthy,”  said  MSG  David  E.  Wilburn,  a 
former  recruiter  now  in  the  Program  Analysis  and 
Evaluation  Directorate,  USAREC.  “If  the  station  com- 
mander is  liberal  about  working  hours  and  you  live  close 
enough  to  the  station,  you  can  go  home,  have  dinner  with 
your  family  and  then  return  to  work,”  said  Wilburn. 

Eating  smart  takes  a little  work  at  first  but,  like  any 
new  skill,  with  education  and  practice  it  becomes  easier. 
However,  the  most  important  thing  to  remember  about 
food  is  that  it  is  to  be  enjoyed! 

Pearl  Ingram,  RJ  staff 


Do  most  recruiters  know  that  caffeine 
is  medically  classifed  as  poison?  That’s 
because  the  amount  of  caffeine  found  in 
70-100  cups  of  coffee  can  be  fatal.  More 
than  five  cups  of  coffee  in  a 24-hour 
period  qualifies  a person  as  a caffeine 
addict. 

It’s  easy  to  have  more  than  five  cups 
of  coffee  per  day.  If  you  start  the  morn- 
ing at  home  with  one  cup,  arrive  at  the 
recruiting  station  and  have  a couple  of 
cups,  get  on  the  phone  and  sip  another 
cup,  you  are  already  up  to  four  cups  and 
it’s  not  even  lunch. 

Coffee  is  not  the  only  culprit  in  raising 
our  caffeine  levels — nonherb  tea,  cocoa 
and  chocolate  also  have  caffeine. 

Colas,  cold  remedies,  and  diet  aids 
have  caffeine  as  an  additive. 

Results  of  too  much  caffeine  can 
mean  trouble  falling  asleep  at  night, 
wakefulness  during  the  night,  mood 
changes  (depression  and  irritability), 
heartburn,  stomach  upsets,  and 
headaches. 
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“My  first  symptoms  of  high  blood  pressure  were 
headaches,  a feeling  of  light  headedness,  and  noticing 
that  even  a slight  noise  was  an  irritant,”  said  SFC  Charles 
A.  Nelson,  a warrant  officer  recruiter  at  US  AREC.  How- 
ever, there  are  often  no  symptoms  at  all. 

Although  hypertension  or  high  blood  pressure  can 
happen  while  you  are  young,  it  is  more  likely  to  happen 
when  you  are  middle  aged  and  is  most  likely  to  happen 
as  you  grow  older.  It  can  be  present  for  years  without 
causing  any  symptoms,  but  the  “silent  killer”  is,  nonethe- 
less, doing  damage  to  the  heart,  kidneys,  and  brain. 

Blood  pressure  is  the  force  placed  against  the  arteries 
by  the  flow  of  blood.  Your  blood  pressure  rei 
as  long  as  the  arteries  are  open.  Problems  with  high  bl 
pressure  arise  as  arteries  begin  to  narrow. 

The  systolic  pressure  (the  top  number)  is  the  reading 
on  the  sphygmomanometer  when  blood  is  being  pumped 
by  the  heart.  A healthy  systolic  pressure  ranges  from  100 
to  120  in  young  people  and  120  to  140  in  older  people/ 
The  diastolic  pressure  (the  bottom  number) 
when  the  heart  is  relaxing  between  beats, 
tolic  pressure  readings  are  between ' 

The  exact  causes  of  hypertens 
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idies  indicate  that  heredity,  environme 
an  important  part  in  the  risks  of  acqui 
nsion.  In  addition  to  these  risks,  smoking  and 
e believed  to  contribute  to  a r ‘ J 
ing  high  blood  pressure. 

dical  professionals  tell  us  that  a reduction  of 
i in  the  diet  is  important  in  the  prevention  and 
blood  pressure.  Table  salt  is  sodium 
chloride,  which  is  40  percent  sodium  by  weight.  Al- 
though most  foods  contain  sodium,  the  greatest  amounts 
of  sodium  are  added  to  our  diet  in  processed  foods  and  in 
cooking. 

Sodium  is  shown  in  the  list  of  ingredients  of  packaged 
foods  in  grams  or  milligrams.  A teaspoon  of  salt  contains 
about  2000  milligrams  of  sodium.  The  National  Research 
Council  recommends  only  1100  to  3300  milligrams  of 
sodium  each  day  in  our  diet;  however,  most  people 
consume  two  to  sue  times  that  much. 

Once  a person  has  been  diagnosed  with  high  blood 
pressure,  a greater  reduction  of  salt  in  the  diet  is  required 
than  would  have  been  required  for  prevention.  A gradual 
reduction  in  the  amount  of  salt  added  to  food  is  easier  to 
become  accustomed  to;  however,  some  medical  profes- 
sionals recommend  going  cold  turkey  on  salt  once  high 


blood  pressure  has  developed. 

Few  people  realize  how  much  salt  they  consume  be- 
cause many  foods  have  hidden  salt.  Some  of  these  foods 
are  cereals,  bread,  dairy  products,  and  processed  meats 
such  as  bologna,  salami,  ham,  bacon  and  frankfurters. 

Although  most  people  are  aware  that  smoking  may 
cause  lung  cancer,  you  may  not  know  diat  smoking 
injures  blood  vessel  walls  and  speeds  up  hardening  of  the 
arteries.  Chain  smoking  increases  the  pulse  rate  and  the 
work  of  the  heart,  which  in  turn  increases  blood  pressure. 
Most  medical  experts  believe  that  people  with  hyperten- 
sion should  not  smoke.  For  those  who  used  to  smoke  and 
have  stopped,  their  heart  disease  rate  has  been  shown  to 
be  the  same  as  for  a person  who  has  never  smoked. 
Partially  as  a result  of  increased  awareness  of  the  risks  of 
smokirife^the  past  1 5 years  u§e  of  tobacco  in  the  United 
States  has  decreased  by  20  percent. 

Excessive  drinkers  are  particularly  at  risk  to  develop 
high  blood.  Medical  experts  feel  that  36-48  ounces  of 
beer  (3  to  4 cans)  per  day  can  raise  blood  pressure  as  well 
as  damage  the  liver,  the  brain,  and  the  heart.  Alcohol  is 
also  a carbohydrate  that  adds  lots  of  calories  to  the  diet. 

When  high  blood  pressure  is  diagnosed  early  and  is  not 
too  far  above  normal,  diet,  exercise,  and  stress  reduction 
can  sometimes  bring  it  under  control.  Often  medication 
is  prescribed.  Once  on  medication,  it  usually  is  taken  for 
the  remainder  of  your  life  and  should  never  be  stopped 
without  consulting  a doctor.  Should  side  effects  from  the 
medication  develop,  talk  to  your  doctor. 

Nelson  was  placed  on  six  different  medications  before 
his  doctor  found  one  that  controlled  his  hypertension. 

“Once  started  on  treatment,  you  are  on  treatment  for 
life,”  said  COL  David  T.  Baumann,  US  AREC  Command 
Surgeon.  “High  blood  pressure  has  a significant  stress 
relationship  and  it  is  also  associated  with  overweight  and 
smoking.” 

Pearl  Ingram,  RJ  staff 


Benefits  of  low  salt  diet 

Taste  becomes  sharper 

Weight  loss  due  to  less  accumulation  of 

fluid  in  body  tissue 

Feel  better 

Blood  pressure  lowered 

Reduction  in  thirst 

Reduction  in  liking  for  salt  over  time 
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(Photos  by  Jo  Adail  Stephenson) 

Editor’s  note:  Recruiters  are  reminded  that 
leading  classes  themselves  makes  the  Army 
liable  for  injuries.  Recruiters  should  serve  as 
advisors,  rather  than  instructors. 

So  after  all  these  articles  on  health  and  fitness,  how  do 
you  combine  fitness,  diet  and  nutrition  with  netting 
contracts? 

For  SFC  Patrick  Shiland  of  Schenectady  (N.Y.)  Re- 
cruiting Station,  it  was  a matter  of  using  his  master  fitness 
instructor  certification  and  working  with  educators  to  set 
up  a fitness  training  program  at  several  of  his  high 
schools. 

It  all  began  when  Shiland  approached  the  Schalmont 
High  School  principal  and  members  of  the  guidance  and 
athletic  departments.  In  talking  with  Dave  Guest  and 
other  athletic  staff  members,  Shiland  mentioned  his  in-  Fltness  coach  Shiland  keeps  ’em  moving. 
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terest  in  athletics  and  his  master  fitness  instructor  certifi- 
cation. Since  the  school  has  an  unscheduled  week  of 
activities  between  sessions,  they  talked  to  him  about  a 
fitness  training  program  for  all  the  school’s  males,  fresh- 
men through  seniors. 

The  training’s  first  session  included  fitness,  health, 
diet  and  drug  abuse  information,  and  instruction  about 
how  to  do  the  circuit  training.  Students  actually  partici- 
pated in  the  circuit  training  at  the  next  session,  explained 
Shiland,  a 1989  graduate  of  the  Army’s  master  fitness 
course. 

“It  went  over  really  well . . . better  than  I had  antici- 
pated. We  had  good  fac- 
ulty involvement  and  stu- 
dent participation,”  noted 
Shiland. 

He  then  approached  the 
Mohonasen  High  School 
athletic  faculty  about 
doing  the  fitness  training 
program  there.  Both 
schools  talked  to  each 
other  about  the  program 
after  Shiland  had  com- 
pleted the  fitness  training  at  Schalmont. 

Mohonasen  already  had  planned  a wellness/fitness 
week,  so  Shiland’s  fitness  training  was  incorporated  into 
the  school’s  activities.  The  athletic  staff  at  Mohonasen 
opted  for  co-ed  participation  in  the  fitness  training. 

“Our  girls  as  well  as  the  guys  are  good,”  Ms.  Barbara 
Wolf,  physical  education  teacher,  noted.  “It  was  a good 
experience.” 

The  experience  at  both  schools  began  with  stretching, 
then  rotating  several  times  through  a 10-station  circuit  of 
various  cardio-vascular  activities  with  jogging  between 
stations  and  finishing  up  with  stretching. 

‘The  theory  is,  no  matter  what  body  size  or  weight, 
you  can  get  maximum  benefit  from  the  training.  You  do 
as  many  as  you  can,  as  fast  as  you  can. 


Just  one  more  jumping  jack,  boys! 


And  the  girls  do  curls. 


‘The  students  were  there  to  accept  the  challenge.  They 
all  benefited.  They  really  put  out  the  effort.  It  was  a badge 
of  honor  to  ache  the  next  day.  We  had  comments  from 
the  locker  room  like  ‘I  really  tried,  that’s  why  I hurt  and 
it’s  a satisfying  feeling’,”  Wolf  said. 

Has  being  involved  with  the  schools  doing  the  circuit 
training  helped  Shiland’s  recruiting  efforts? 

“My  idea  of  recruiting  is  to  come  in  and  have  them  see 
you  not  as  a threat  but  someone  comfortable  to  be  with. 
You  can  talk  to  them  about  things  other  than  recruiting. 
They  come  up  and  say  hi  to  me  without  fear,”  said 
Shiland,  who  has  been  in  recruiting  a year. 

More  feedback  about  the  fitness  training  came  from 
the  girls,  according  to  Shiland. 

While  doing  telephone  prospecting  with  students  from 
the  two  schools,  at  least  10  parents  knew  about  the  fitness 
training  program.  It  helped  in  his  sales  presentations  and 
also  made  it  more  comfortable  for  the  students  to  talk  to 
him,  he  added. 

“I  did  this  to  have  fun,  to  have  interaction  with  people 
and  to  tell  the  Army  story.  I got  into  the  schools  with 
athletics.  If  any  recruiter  has  a specialty  and  can  be  ‘one 
of  the  guys,’  the  kids  who  want  to  go  into  the  Army  and 
Army  Reserve  . . . they’ll  find  us."  Shiland  said. 

The  rapport  he  has  built  with  the  schools,  parents  and 
students  has  definitely  paid  off.  His  last  four  enlistments 
have  been  the  direct  result  of  his  fitness  training  program 
with  the  schools. 

Jo  Adail  Stephenson,  Albany  A&PA 


It  was  a 
badge  of 
honor  to 
ache  the 
next  day 
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BG  McClain,  Army  Chief  of  Public 
Affairs,  talks  to  students  of  Westport 
Middle  School,  answering  questions 
about  the  Army  and  his  military  career. 
(Photo  by  Ginger  Morrow) 


Army’s  chief  of 
Public  Affairs  visits 
K.C. 

One  star  general  Is  teacher  at 
Kansas  City  Magnet  school 

“When  you  were  young  did 
you  have  an  imagination?”  This  is 
one  of  the  questions  fielded  by  BG 
Charles  McClain,  chief  of  Public 
Affairs  for  the  U.S.  Army,  as  he 
spoke  to  students  at  Kansas  City’s 
Westport  Middle  School. 

A lesson  for  youth 

McClain  spent  a morning 
recently  talking  to  classes  at 
Westport,  a Communications  and 
Public  Affairs  Magnet  His  mes- 
sage was  “Stay  in  school  and  stay 
off  drugs.”  But  he  also  talked 
careers  and  of  course,  the  Army. 

Says  McClain,  “We  can’t 


guarantee  the  future;  each  one  of 
us  has  to  spend  time  working  with 
these  kids.  They  need  role  models 
and  mentors.  We  have  to  start 
before  high  school.”  He  told  the 
kids  that  their  only  way  toward 
success  is  getting  an  education. 

Scores  of  questions 
Even  though  his  presentation 
was  well  received,  the  questions 
from  the  kids  were  definitely  the 
highlight  for  McClain.  They  asked 
almost  everything.  How  many 
years  did  you  go  to  school?  How 
many  kids  do  you  have?  What 
kind  of  jobs  have  you  had?  Why 
are  you  in  the  Army?  How  do  you 
become  a general? 

There  was  also  the  more  serious 
questions:  Have  you  ever  been  to 
war?  Have  you  had  to  kill  anyone? 
Have  you  tried  drugs?  McClain 
took  each  question  seriously,  al- 
ways giving  an  honest  answer. 

A word  to  leaders 
Also  while  in  Kansas  City,  Mc- 
Clain spoke  to  the  battalion  leader- 
ship team  and  company  leadership 
teams  at  a special  evening  dinner. 


He  used  the  dinner  as  an  open 
forum  where  all  present  discussed 
items  of  mutual  interest. 

McClain  reminded  each  mem- 
ber of  the  CLTs  that  they  need  to 
be  part  of  the  community.  “In  most 
American  towns  the  recruiter  is 
not  just  an  Army  recruiter,  he  or 
she  is  the  Army  to  the  citizens. 

The  recruiter  represents  more  than 
just  recruiting,”  says  McClain. 

Public  Affairs  and  changes 

He  also  taught  the  CLTs  how  to 
do  some  of  their  own  public  rela- 
tions. His  biggest  lesson  was 
challenging  the  CLTs  to  make  a 
difference  by  getting  the  recruiters 
into  the  community  as  volunteers, 
role  models  and  mentors. 

The  final  item  on  McClain’s 
agenda  was  a radio  interview  on  a 
local  radio  station.  The  20-minute 
interview  covered  a variety  of  sub- 
jects to  include  recruiting,  the 
build  down  and  the  Persian  Gulf 
War. 

Ginger  Morrow,  Kansas  City 
A&PA 
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Milk  — it  does  a 
message  good 

I Syracuse  Battalion  has  had  the 
opportunity  to  capitalize  on  a good 
idea  initiated  by  Jack  Fetko  of 


Brunswick  Battalion.  Fetko 
developed  the  concept  of  putting 
the  “Stay  in  School/Stay  off 
Drugs”  message  on  milk  cartons. 

For  $30,  Syracuse  was  able  to 
purchase  the  mold  necessary  to  im- 


print thousands  of  milk  cartons 
and  local  dairies  agreed  to  the  use 
of  their  cartons  as  a public  service. 

The  printer  also  prints  milk  car- 
tons in  other  New  York  cities,  pos- 
sibly opening  new  markets  for  SIS. 
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DID  YOU  KNOW., 


HOMOGENIZED 
VITAMIN  D 
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FACT:  Each  year,  700,000  to  1 
million  young  people  drop  out 
of  high  school. 

FACT:  In  1990,  22  percent  of 
the  12-17  year  olds  used 
illegal  drugs,  other  than 
alcohol. 

FACT:  A high  school  diploma 
will  give  an  individual  a 
jump-start  on  life. 

FACT:  High  school  graduates 
make  21  percent  more  than 
those  without  a high  school 
diploma. 

FACT:  Your  Army  Recruiter 
can  show  you  how  high 
school  graduates  get  an  edge 
on  life. 


BYRNE 

DAIRY 


CALL:  1-800-USA- ARMY 


Since  1933 


HALF  GALLON  (1.891) 


USARMY- 91H 
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■ Students  from  Mount  Si  High  School  in  Issaquah,  Wash,  recently  got  an  opportunity 
to  visit  one  of  the  Army’s  stars  from  the  Gulf  War.  The  4th  Battalion,  7th  Air  Defense 
Regiment  had  just  completed  its  move  from  Germany  to  Fort  Lewis,  Wash.  The  unit 
agreed  to  let  the  students  come  down  and  see  a firing  battery  set  up  and  to  talk  to  the 
troops  about  their  deployment  to  Middle  East  during  the  war.  SFC  Dave  Smith  of  the  Se- 
attle Battalion’s  Issaquah  Recruiting  Station  requested  the  tour  through  the  TAIR  Pro- 
gram in  order  to  give  the  students  a chance  to  see  Army  high  technology  up  close. 
(Photo  by  William  Pearce) 


Warrior 

challenge 

Some  800  DEP/DTP  members 
at  the  Pittsburgh  Battalion  partici- 
pated in  the  very  first  soldiers 
skills  competition  called  “Opera- 
tion Warrior  Challenge.”  It  was 
an  all  day  event  held  at  the  Penn 
State’s  McKeesport  Campus. 

After  opening  remarks  by 
guest  speaker,  retired  BG  Dome- 
nic  Rocco,  LTC  Robert  Fitton, 
commander  Pittsburgh  Battalion, 
the  DEP/DTP  group  broke  for 


lunch  which  consisted  of  pizza  and 
soft  drinks. 

“The  purpose  of  Operation  War- 
rior Challenge  is  to  provide  800 
newly  recruited  Army  and  Army 
Reserve  soldiers  a preview  of  some 
of  the  skills  they  will  be  required 
to  know  before  they  graduate  from 
Army  basic  training,”  said  Fitton. 

Following  this,  a trained  team  of 
young  male  and  female  soldiers 
from  each  of  the  battalion’s  five 
companies  competed  in  six  basic 
skill  tests:  drill  and  ceremonies, 
first  aid,  camouflage  techniques, 
communications,  map  reading  and 
identification  of  rank. 


DEP  member  PVT  Edward 
Louk  said,  ‘This  competition  pro- 
vided me  with  a chance  to  gain 
some  realistic  Army  experience.” 

“We  believe  Operation  Warrior 
Challenge  was  an  informative,  re- 
warding experience  for  all,”  noted 
Fitton.  He  said  it  was  a tremen- 
dous team  effort  by  the  entire  bat- 
talion. 

Fitton  said,  “This  exercise  was  a 
showcase  of  where  today’s  Army 
is  coming  from  . . . with  emphasis 
on  quality  soldiers  ...  the  same 
kind  of  intelligent,  dedicated 
young  men  and  women  that  oper- 
ated our  hi-tech  equipment  and 
came  through  for  our  country  in 
Operation  Desert  Storm.” 

Jim  McCarthy,  Pittsburgh  Bn  A&PA 


About  800  enthusiastic  DEP/DTP 
soldiers  shout  during  Pittsburgh 
Battalion’s  pre-basic  training 
competition  held  at  Penn  State 
University's  McKeesport  Campus 
gymnasium.  (Photo  by  Jim  McCarthy) 
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Scouts 

honored 

The  Youth  Certificate  of  Recog- 
nition, signed  by  the  Chief  of  Staff 
of  the  Army,  recognizes  individual 
accomplishments  by  America’s 
youth. 

When  Mr.  Tom  Russell,  director 
of  Support  Services  for  the  Boy 
Scouts  of  America,  California  In- 
land Empire  Council,  learned  of 
the  award,  he  immediately  submit- 
ted the  names  of  187  Eagle  Scout 
recipients  to  the  Department  of  the 
Army,  Public  Affairs  Office. 

Recruiting  was  honored  to  be 
asked  by  the  Pentagon’s  public  af- 
fairs office  to  represent  the  U.S. 
Army  at  the  37th  Annual  Eagle 
Scout  Recognition  Dinner  in  which 
these  certificates  were  to  be  pre- 
sented to  the  Eagle  Scout  recipi- 
ents from  the  California  Inland 
Empire  Council  of  the  Boy  Scouts 


of  America.  The  Santa  Ana  Battal- 
ion joined  by  other  dignitaries 
from  the  National  Eagle  Scout 
Association  and  the  guest  speaker 
COL  George  R.  Thomson,  vice 
commander,  22nd  Air  Refueling 
Wing,  March  Air  Force  Base,  hon- 
ored those  scouts  attaining  the 
rank  of  Eagle  Scout. 

The  Army’s  Youth  Certificates 
of  Recognition  were  presented  by 
LTC  Gary  L.  Williams,  com- 
mander of  the  Santa  Ana  Battalion 
and  CPT  Robert  A.  Why,  com- 
mander, Redlands  Company. 

The  CSA’s  certificate  is  avail- 
able for  individual  accomplish- 
ments such  as  attaining  Eagle 
Scout  rank,  receiving  the  Girl 
Scout  Gold  Award,  acts  of  hero- 
ism, extraordinary  academic 
achievement  or  athletic  accom- 
plishments of  excellence  by 
America’s  youth. 

Carol  Gaskill,  Santa  Ana  Battalion 
A&PA 


Back  in 
history 

■ The  officers  of  the  Nashville 
Recruiting  Battalion  recently 
stepped  back  in  history  as  they 
went  on  a staff  ride  to  the  site  of 
the  Perryville,  Ky.  Civil  War  bat- 
tlefield. 

SSG  Gordan  L.  Carrell  from  the 
Command  and  Staff  Department 
of  the  Armor  School  at  Fort  Knox, 
guided  the  group  around  the  battle- 
field. An  expert  on  the  battle,  he 
explained  various  events  and  little- 
known  facts  about  the  battle. 

The  Perryville  battle  was  the 
site  of  Kentucky’s  bloodiest  Civil 
War  battle.  On  October  8, 1862, 
22,000  Union  troops  under  MG 
Don  Carlos  Buell  fought  17,000 
Confederates  under  MG  Braxton 
Bragg.  After  some  early  successes 
the  Confederates  were  forced  to  re- 
treat. 

Despite  the  chilly  weather,  all 
the  participants  enjoyed  the  tour 
and  gained  a greater  appreciation 
of  the  sacrifices  of  past  soldiers. 

Vince  Nunez,  Nashville  Bn  A&PA 


SSG  Carrell  explains  an  aspect  of  the 
battle  to  the  officers.  (Photo  by  Vince 
Nunez) 


SSG  Randy  J.  Rutherford,  Moreno  Valley  Recruiting  Station,  talks  to  Scouts  at  Army 
display  table  prior  to  the  Eagle  Scout  Recognition  Dinner.  (Photo  by  Carol  Gaskill) 
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News  to  use 


This  column  is  new  to  the 
Recruiter  Journal.  We  want  to 
answer  your  questions  on  USAR 
recruiting  issues  and  concerns 
and  keep  you  updated  on  chan- 
ges that  directly  impact  on  the 
way  you  do  business. 

If  you  have  a question  or  an  idea 
you  want  to  share  with  others, 
write  us.  Please  be  as  detailed  as 
possible.  Send  mail  to: 

HQS  USAREC 

Director  of  Reserve  Affairs 

Attn:  RCRC-TIPS 

Fort  Sheridan,  IL  60037-6000 

HOT  messages 

■ RECUSAR  Message  92-055 
changes  the  waiver  approval 
authority  in  AR  601-210  for 
USAR  when  previously  dealing 
with  the  Armies  (1st,  2d,  4th,  5th, 
and  6th).  New  approval  authority 
is:  Commander,  U.S.  Army 
Reserve  Command  (USARC), 
ATTN:  AFRC-PRR-E, 

Fort  McPherson,  GA  30330-5000. 

RECUSAR  Message  92-051, 
Part  II,  details  a new  USAR 
military  occupational  speciality 
(MOS)  38A1  Civil  Affairs 
Specialist.  If  you  support  a 
PSYOPS  unit,  you  need  to  get  a 
copy  of  this  message  so  you  will 
know  what  duties  a civil  affairs 
specialist  performs. 

360-day  DTP  — say  what? 

H The  time  is  coming  to  recruit 
school  year  1993  seniors  for  the 
USAR.  Remember,  only  high 


school  seniors  who  are  17  to  18 
1/2  years  old  may  be  placed  in  the 
DTP  for  more  than  270  days  but 
cannot  exceed  360.  This  is  man- 
dated by  DOD  Directive  1215.6; 
therefore,  we  cannot  waive  or 
make  exceptions. 

Warrant  Officer  Team  on 
the  move 

H The  USAR  Technical  Warrant 
Officer  Recruiting  Team  has  relo- 
cated to  Fort  Knox.  Their  address 
and  telephone  number  listed  in  the 
June  1992  Recruiter  Journal, 
“Determined  To  Make  It”  has 
changed.  For  information  contact: 
Commander,  USAREC 
Attn:  HHCFWD-Prov  (RCRC- 
WO) 

Bldg  1110A 

Fort  Knox,  KY  40121-2726 

Telephone:  Toll-free  1-800-223- 
3735,  extensions  8989/8990/8985; 
commercial  (502)  624-8989;  DSN 
464-8989. 

Hey!  guidance  counselors 

Before  you  cancel  a reserva- 
tion due  to  an  error  in  the  record, 
contact  your  brigade  USAR  Opera- 
tions to  see  if  the  record  can  be 
corrected.  This  will  save  school 
seats  and  may  save  unnecessary 
work. 

Do  not  cancel  reservations  to 
change  training  dates  on  an  in- 
dividual due  to  the  individual’s  or 
unit’s  request,  unless  you  already 
know  that  a pullable  training  seat 
is  available  in  the  new  time  frame. 


If  you  are  not  sure  contact,  your 
brigade  USAR  Operations  to  en- 
sure that  the  new  date  is  available 
before  you  lose  the  current  reserva- 
tion. 

You  did  it  again 

E You’ve  written  history  this  FY 
in  the  Alternate  Training  Program 
(split  option).  HQDA 
programmed  5,000  BT  seats  and 
you’ve  contracted  5,455.  Program 
is  sold  out  for  this  FY.  Will  there 
be  a split  option  program  for  FY 
93?  You  bet!  Split  option  train- 
ing seats  are  available  after  Sep- 
tember for  those  in  college  or 
seasonally  employed. 

VACPOT is  here 

I Have  you  received  the  new 
VACANCY  POTENTIAL 
TRANSCRIPT  (VACPOT)?  The 
first  transcript  should  already  be 
in  the  hands  of  your  commander! 

It  contained  the  names  of  those 
soldiers  who  entered  the  IRR 
since  May  1,  1992.  This  transcript 
identifies  and  matches  a current 
REQUEST  vacancy  or  those  IRR 
soldiers  who  match  unit  positions 
projected  to  be  vacant  in  the  fu- 
ture. 

A new  VACPOT  will  be  mailed 
(to  arrive  on  or  about  the  15th  of 
each  month)  with  only  those  new 
soldiers  entering  the  IRR  since  the 
publishing  of  the  previous  VAC- 
POT. This  helps  you  target  those 
IRR  soldiers  who  are  DMOSQ. 
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The  symposium 


“Each  year  it  seems  to  get  better  and  better,”  said 
Ruth  Cobbett  of  the  Soldier/Family  Assistance  Branch, 
HQ  USAREC,  speaking  of  the  Family  Support  Group 
Symposium  recently  held  in  Nashville,  Tenn.  Over  100 
delegates  from  all  the  brigades  and  six  HQ  USAREC 
staff  members  participated  in  the  5-day,  annual  function. 

There  was  strong  participation  from  the  delegates, 
but  more  soldier  input  is  still  needed,  noted  Cobbett.  “I 
hope  most  people  realize  that  they  have  to  take  the  in- 
itiative and  not  wait  for  others  in  order  to  get  involved 
with  a family  support  group,”  stated  Cobbett.  “I 
believe  we  were  successful  in  conveying  this  message.” 

The  volunteers  were  introduced  to  many  keynote 
speakers.  Commander,  Community  and  Family  Support 
Center,  BG  Raymond  T.  Roe,  spoke  on  the  importance 
of  taking  care  of  families  to  support  readiness  and  reten- 
tion. Also,  he  gave  an  update  of  the  current  issues  being 
worked  by  HQDA  and  congressional  committees. 

Mr.  Robert  Ray,  social  science  specialist  from  the 
Community  and  Family  Support  Center  presented  an  in- 
formative hands-on  training  session.  He  discussed  how 
to  start  a family  support  group  and,  specifically,  how  to 
maintain  volunteers.  Angela  Dunn,  a delegate  from  Bal- 
timore said,  “I  got  ideas  about  getting  a support  group 
started  and  how  to  keep  it  going.  I also  learned  a lot 
about  fund-raising.” 

Other  presentations  included  insight  on  the  Reserve’s 
Family  Programs,  information  concerning  family 
members’  dental  benefits  and  entitlements,  how  the  As- 
sociation of  the  United  States  Army  (AUSA)  works  for 
its  members,  and  highlights  of  the  efforts  of  the  Non- 
Commissioned  Officers  Association  (NCOA). 

Later  the  delegates  divided  into  six  work  groups  to 
develop  a group  consensus  on  the  features  of  USAREC 
family  support  groups.  According  to  the  consensus,  the 
main  role  of  the  volunteer  is  to  be  directly  involved  in 
the  sponsorship  process.  Also,  the  volunteer  is  part  of 
the  chain-of-concem  social  network  and  should  provide 
information  to  help  educate  others. 

Then  the  six  work  groups  were  tasked  to  review 
brigade-submitted  issues,  to  brainstorm  and  identify  the 
top  three  issues  of  concern  in  each  area.  The  issues  are: 

1.  Recruiter  support  group 

■ Teach  time  management  to  reduce  long  hours 

■ PMS  used  as  a training  tool,  not  a weapon 

■ Quarterly  mission  box 


2.  Family  support  group 

■ Need  USAREC  Family  Advocacy  Program 

■ Better  communication  between  CLT/BLT  and 
Family  Support  Groups 

■ Guidance  on  family  support  group  self-generated 
funds 

3.  Relocation  group 

■ Command  emphasis  on  sponsorship  program 

■ Sponsorship  packets  for  non-English  speaking 
spouses 

■ Lack  of  standardized  orientation 

4.  Entitlements  group 

■ Supplemental  pay  to  offset  the  lack  of  post 
facilities 

■ Revise  Dislocation  Allowance 

■ Base  on  location  and  size  of  family 

■ Authorize  shipping  of  double-wide  mobile  homes 

5.  Medical  group 

■ Authorize  funding  for  the  battalion  HBA  to  pro- 
vide training  at  station  and  local  communities 

■ Increased  training  for  HBA  on  active  duty 
soldiers’  medical  care  entitlements  from  civilian 
providers 

■ Mandatory  supplemental  insurance  deduction  for 
soldiers  with  family  members 

6.  Forces  support  group 

■ Active  BLT/CLT  involvement  and  accountability 
in  family  support  groups 

■ Allow  USAR  recruiters  to  hold  leadership 
positions 

■ Active  education  specialist  involvement  in  con- 
tinued education  for  soldiers  and  family  members 

All  issues  will  be  worked  at  HQ  USAREC  or  for- 
warded to  HQDA  for  consideration.  Also  the  42  issues 
will  be  consolidated  with  the  update  of  issues  from  pre- 
vious years  to  develop  a USAREC  Family  Action  Plan 
Guidebook. 

Overall,  the  symposium  was  very  successful.  SFC 
Roy  Luttrell  from  the  Army  Recruiting  Course  said,  “I 
loved  it.  A lot  of  important  issues  were  brought  out.” 

“It  was  very  successful,  very  informative  and  a good 
exchange  of  a lot  of  information,”  noted  Ruth  Quinn,  a 
delegate  from  Albany. 

Vernetta  Graham,  RJ  staff 
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Salutes 


Rings 


BECKLEY 

SSG  James  D.  Woodside 

CLEVELAND 


JACKSONVILLE 

SGT  Craig  Johnson 


LANSING 


PHILADELPHIA 

SFC  Samuel  A.  Bobegonzales 

RICHMOND 


SFC  Gregory  L Brown 
COLUMBIA 
SFC  Barry  M.  Bragg 
SFC  Nathaniel  H.  Brown 
SFC  Bobby  L Bugg 
SFC  William  C.  Bush 
SFC  Curtis  Jackson 
SSG  Felix  Rivera 
SSG  Michael  Sanderford 
SFC  William  Stewart 
COLUMBUS 
SFC  Thomas  L.  Gimlich 
DENVER 

SSG  Thomas  R.  Woodhams 
SFC  Artina  Harkins-Amos 

DES  MOINES 

SSG  Matthew  M.  Cooper 


SSG  Joseph  F.  Cruz 
SFC  James  K.  Ellison 


SSG  Theodore  R.  Groholske 
1 SG  Steven  R.  Henderson 
SFC  Victor  J.  Norris 


SSG  Eddie  Howard 
SFC  Daniel  R.  O'Keefe 
SSG  James  E.  Walker 


SFC  Anthony  K.  Holmes 
SALT  LAKE  CITY 
SSG  Mark  G.  Reed 
SAN  ANTONIO 
SSG  Geraldine  E.  Martin 
SSG  Eugenio  Roblesrendon 
SAN  FRANCISCO 
SFC  Christiano  K.  Hashimoto 
ST.  LOUIS 
SSG  Hemis  N.  Ivey  Jr. 
SYRACUSE 
SSG  Alan  I.  Jenks 
SSG  Irving  T.  Lyons  Jr. 

SFC  James  O.  Seaborn 
SGT  Scott  A.  Stemen 


JACKSON 


OKLAHOMA  CITY 


SSG  Roderick  R.  Lunger 


SFC  Bennie  P.  Blount 


ATLANTA 

SSG  Curtis  Briggs 
SSG  Mark  O.  Ingram 
SGT  Dennis  L.  Mathis 
SSG  Dwight  A.  Pierce 
BECKLEY 
SSG  Ervil  B.  Bowling 
SGT  Mark  L.  Haynie 
SGT  Robert  E.  Kinslow  Jr. 
SGT  James  M.  Kupczak 
SGT  Michael  A.  MacFarlane 
SSG  Clinton  R.  Michael  Jr. 
BRUNSWICK 
SGT  Alex  D.  Haggenmiller 
CINCINNATI 
SSG  Edward  W.  Callahan 
COLUMBIA 
SSG  Michael  J.  Allison 
SSG  James  C.  Barnes 
SGT  James  Bibbs 
SFC  Cecil  R.  Drake  Jr. 

SGT  Rodney  E.  Hockenberry 
SGT  Simon  Holliday  Jr. 

SFC  Michael  J.  Lafarr 
SFC  Placido  Lopez  Rivera 

DALLAS 

SSG  Robert  R.  Longinaker 
SFC  Jeffrey  McKee 
SSG  Francisco  Javier  Ruiz  Jr. 
SGT  Robert  E.  Truitt 

DENVER 

SSG  Harry  E.  Dorton  Jr. 


Gold  Badges 


SSG  Donald  H.  Williams  Jr. 
HARRISBURG 
SGT  Hezekiah  Barrett  Jr. 
SGT  Edward  Gonzalez 
SSG  Gary  W.  Knarr 
SSG  Todd  R.  Lattin 
SSG  Kevin  S.  Mickey 
HOUSTON 
SFC  Rodger  L.  Heath 
INDIANAPOLIS 
SSG  Craig  A.  Allgood 
SGT  Peter  Brown 

KANSAS  CITY 

SGT  Jane  E.  Baskerville 

LANSING 

SSG  Gerald  P.  Randall 

MINNEAPOLIS 

SFC  Mark  E.  Nesgoda 
SSG  Barney  A.  Sadler 
NEWBURGH 
SGT  Gregory  K.  Gidney 
SFC  Michael  Janoscrat 
SGT  Jimmy  W.  Mills 
SSG  Ramon  L.  Negron 
SSG  Thomas  E.  Powell  Jr. 
SSG  Salvatore  J.  Sparta 
SFC  Giovanni  G.  Veneziano 
NEW  ORLEANS 
SGT  Samuel  J.  Addison 
SSG  Barry  K.  Gavin 


NEW  YORK  CITY 

SSG  Priscilla  Ruiz 
OKLAHOMA  CITY 
SGT  Marquis  K.  Davis 
SSG  Stephen  M.  Warren 

PHOENIX 

SGT  Timothy  A.  Heupel 
SGT  Drew  E.  Radke 

PORTLAND 

SSG  Michael  W.  Dillingham 
SACRAMENTO 
SSG  Mark  E.  Bell 
SALT  LAKE  CITY 
SGT  Robert  W.  Jenkins 
SAN  ANTONIO 
SGT  Marion  J.  Alexander 
SSG  Ernest  F.  Hernandez 
SAN  FRANCISCO 
SFC  Frederick  R.  Young 
SEATTLE 
SGT  Timothy  D.  Jones 
SGT  Michael  J.  Larson 
SSG  David  S.  Wiley 
SYRACUSE 
SFC  David  W.  Campbell 
SGT  Christopher  Duncan 
SSG  Michael  A.  Hutchinson 
SFC  Dale  A.  Sanford 
SSG  Daniel  S.  West 
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Answers  to  the  Test 


RSC  Schedule 


Medal  of  Honor  Special  Exhibit 
COLUMBUS,  Jul  2 - 4 

History  Exhibit 
MIAMI,  Jul  9 -11 
LOS  ANGELES,  Jul  19  - 23 

High  Tech  Van 

DES  MOINES,  Jul  1 - 6 
CLEVELAND,  Jul  9 -19 
FORT  SHERIDAN,  IL,  Jul  24 


1.  A.  USAREC  Reg  56-1,  para  3-5a(4) 

2.  B.  USAREC  Pam  350-7,  para  6-15 

3.  A.  AR  601-210,  Table  2-1,  Rule  A 11  b 

4.  C.  USAREC  Reg  25-31,  para  6 c 

5.  D.  USAREC  Pam  350-7,  para  6-12 

6.  B.  AR  601-210,  para  1-13 

7.  D.  USAREC  Cir  25-50,  para  6 d (2)  (c) 


8.  C. 

AR  601-210,  para  5-25  C 

9.  B. 

AR  601-210,  para  5-21  b 

10. 

B. 

AR 

601-210,  para  7-10  b 

11. 

D. 

AR 

601-210,  para  7-13 

12. 

C. 

AR 

601-210,  para  5-80 

13. 

D. 

AR 

601-210,  para  4-5  a 

14. 

D. 

AR 

601-210,  para  4-8 

15. 

A. 

AR 

601-210,  Table  5-1,  item  2 

Moving . 

m m m 

At  the  time  of  this  printing,  the  tentative  schedule 
for  the  relocation  of  HQ  USAREC  to  Fort  Knox  is 

as  follows: 

Headquarters  Commandant 

20  Jul  - 20  Aug 

Advertising  & Public  Affairs 

20  Jul  - 20  Aug 

Internal  Audit 

27  Jul  -27  Aug 

Personnel 

27  Jul  - 27  Aug 

Enlistment  Standards 

27  Jul  - 27  Aug 

Program  Analysis  & Eval 

1 7 Aug  - 1 7 Sep 

Medical 

17  Aug  - 17  Sep 

Civilian  Personnel 

31  Aug  -31  Sep 

Command  Legal  Counsel 

31  Aug  -31  Sep 

| Command  Group 

08  Sep  - 08  Oct 

| Recruiting  Operations 

08  Sep  - 08  Oct 

Reserve  Affairs 

08  Sep  - 08  Oct 

Resource  Mgmt  & Log 

14  Nov  - 14  Dec 

Info  Systems  Cmd 

14  Nov  - 14  Dec 

Inspector  General 

14  Nov  - 14  Dec 

Training 

14  Nov  - 14  Dec 

There  will  be  adjustments 

to  this  schedule; 

changes  will  be  made  as  info  becomes  available. 

Correction 

Due  to  operator  error,  there 
was  a mistake  in  the  answers 
to  last  month’s  test. 

The  answer  to  question  2 
should  be:  C,  AR  601-210, 
Table  3-4,  note  10b. 


Farewell  and  Hail 

USAREC  bids  a fond 
farewell  on  10  July  to  its 
Deputy  Commanding 
General,  BG  Alfonso 
Lenhardt,  who  will  be  the 
J-1  at  FORSCOM. 

The  new  DCG  will  be  BG 
Robert  W.  Roper  Jr,  who  will 
arrive  from  the  24th  Infantry 
Division,  Fort  Stewart,  Ga. 
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objective,  I was  encouraged  to  take  on 
added  responsibility. 

“I've  been  fortunate.  I’ve  had  the 
opportunity  to  continue  mv  education,  as 
well  as  work  in  a very  stimulating  environ- 
ment in  the  Army  Nurse  Corps.” 

You,  too,  can  discover  a world  of 
opportunity  in  the  Army  Nurse  Corps. 

If  vou  have  a BSN,  and  are  registered  to 
practice  in  the  U.S.,  or  if  vou're  still  a 
student,  call  1-800-USA-ARMY,  ext.  438, 
or  write:  Army  Nurse  Opportunities, 

P.O.  Box  7713,  Clifton,  NJ  07015. 


The  Army  Nurse  Preceptorship 
Program  gives  nurses  like  First  Lieutenant 
Ron  Talley,  R.N.,  Fitzsimons  Army  Medical 
Center,  an  edge  on  career  growth. 

“My  preceptor  was  very  experienced 
and  eased  me  through  the  orientation 
process  to  the  hospital  and  the  unit  where 
I worked. 

“She  really  helped  me  get  my  feet  on 
the  ground,  not  only  with  the  clinical 
aspect  of  training,  but  also  with  the  variety 
of  duties  you  perform  as  a shift  charge  nurse. 

“I  never  felt  lost.  I always  knew  I had  a 
resource  I could  turn  to.  As  I mastered  an 
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